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be OW ' Is Always the Opportune Time 


Sqque morning mail of a busy publica- 
tion brings many ideas. Of late we 
have received many letters from 
ambitious young men and the letters 
usually read as follows: “Is the 
present a good time to enter the 

Retail Shoe Business?” Our invariable answer 
is—“Yes—if you believe in the future of the 
shoe business and are ambitious as to your own 
future.” “Now” is always the time of oppor- 
tunity. 

There is no question but what business to-day 
is subject to conditions that have not heretofore 
existed. A man starting now does so at a time 
when it will not be easy, but it will be worth 
while. The difficulties of a beginning in business 
are what sharpen wits of men by the experiences 
they learn in the primary period of their business 
life. There is one thing about an enterprise 
started now. It is free from the difficulties of 
the war period and the “late business unpleasant- 
ness” which established enterprises have had to 
pass through. A fresh business has none of the 
heritage of old stock, old methods and men who 
have got in the rut of business. 

What is the first thing to do? We would say 
that it is to study the basis of prosperity in the 
local territory, then the volume and character of 
competition expected. Following on, you can 
then begin to prepare a definite store policy. If 
the family shoe store field is overcrowded, there 
remains the specialty store for women’s and 
children’s shoes or for men’s shoes. Then there 
is the place of the high-style store and also the 
store whose business interest is mainly price. 
If you find a field for a store specializing on 
either men’s or women’s shoes and the industrial 


or agricultural elements of the community indi- 


cate that there is a place for your store—go to it. 

As to methods: The one point to remember in 
starting a store is that the most successful shoe 
stores in the United States are those that are 


systematic. First class buying and stock keep- 
ing records and accounting systems enable you to 
keep your stock investment and style loss at a 
minimum. 

Everyone of these factors helps to increase 
turnover. It is a noticeable fact to-day that men 
who are starting new stores have to be equipped 
with more knowledge of the game than some of 
the men who blundered into the shoe business 
years ago. 

Highly spcialized stores need a similar sort of 
training. It is a remarkable fact that the grad- 
uates of graduate schools of business administra- 
tion, often to the extent of nearly 50 per cent of 
the class, embarked in the retail trade after the 
last commencement. There are more and more 
young men eager to start in business for them- 
selves and they feel that a practical knowl- 
edge of accounting is the first requisite of busi- 
ness success. 

The past few years have noted a remarkable 
expansion in the grading up of shoe stores. 

Old-established houses have improved their per- 
sonnel and their lines and have rebuilt or planned 
rebuilding along the most modern, even luxurious 
lines. This grading up has made places for new 
men, new stores and new methods. We say now 
is a good time to enter the retail shoe business if 
you believe in the future of your country, your 
community, your store and yourself. 

Opportunity awaits the live man in the shoe 
store. 





Patent Is Popular 


Perhaps every industry in the United States 
has the same habit of concentration on some one 


material. Popularity of silk in its season makes 
it difficult for cotton dress makers to get their 
share of the business. The condition is similar 
in the shoe trade. A run on grain leathers or on 
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Cordovan makes a lesser demand for other mate- 
rials. 

Are we now in a period of prosperity of patent? 
We put this in the form of a question, though 
we ourselves gave the answer in June, 1920, that 
patent leather was coming. We see in the fall 
season commencing September, a period of great 
interest in patent leather. 

How about the first flurry on patent in mid- 
summer in Sally slippers and in fancy effect, worn 
despite the weather? There is no consistency in 
style. You will find neck furs and satin hats in 
hot August, while the summerish and cool gar- 
ments slipped out of favor in June. 

We can see much patent leather in September, 
October and November. The craze will be more 
successful than the flurry on grays. The trouble 
with the gray craze was that it was so quickly 
translated into cheap split leathers that mer- 
chants were afraid of the consequences. How- 
ever, if you will watch grays you will see that 
many high class stores catering to a distinctive 
clientele find that leather still popular. 

One of the best volume sellers in patent leather 
is a simple oxford with five or six eyelets, single 
stitching, with a low covered heel. If women’s 
costumes are to be so strongly in black it is well 
to have something bright, even though it is in the 
luster in the leather on the shoes. Contrasting 
stitching has its place where the garment and 
hosiery permit of its use. For safety, the plain 
patent leather oxford and strap slipper is worthy 
of your immediate consideration. 





Preach Good Shoes for Fall 


Don’t let cheapness be confounded with service 


in footwear—they don’t go together. This is a 
time, of all times, for preaching a certain sort of 
gospel regarding shoes, with the view of main- 
taining volume of sales and preventing any popu- 
lar tendency toward undue and unreasonable 
pinching down of shoe purchases. The gospel is 
simply the gospel of good shoes. It should be 
preached by the shoe merchant, in all his adver- 
tising and announcements, and in all his daily 
personal contact with customers. 

Preach on all variations of the general text. 
Good shoes for HEALTH. With warm, dry feet 
the assaults of illness fail. Good shoes for WEAR, 
as against the necessary flimsiness of undue 
cheapness. 

Good material, well put together, is always true 
economy, true money-saving for the wearer. 
“Quality is remembered long after price is for- 
gotten.”” Good shoes for COMFORT; good shoes 
for STYLE; good shoes for APPEARANCE; all 
these considerations may have their place in this 
general gospel of quality. 

Of course, these considerations are not new; 
we are simply pointing out the special need of 
emphasis at this time, in any place where there 
appears to be any tendency on the part of the 
buying public to cheat itself, as it often has done, 
by seeking footwear that is too cheap to be good, 
in a mistaken zeal for economy. What does the 
word “economy” mean? Not necessarily cheap- 
ness alone; it signifies making the best use of 
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things. A dollar is not well or wisely used when 
it is invested in a commodity which has been 
skinned and skimped and scamped, in the race for 
mere cheapness. 

“GOOD shoes, whatever the price or grade.” 
A good rule for wise buying for the consumer. 
Use this editorial in your publicity for it rings 
true to real economy “by the year.” 





A Valuable Research 


We have from time to time emphasized the im- 
portance of the Bureau of Business Research of 
Harvard University in its analysis of shoe mer- 
chandising. The leaders of our trade have used 
the figures prepared by this Bureau with telling 
effect in the critical days of Washington when 
theorists wanted to standardize trade. 

An important work of the Bureau is now in 
preparation. We give to Dr. Melvin T. Copeland, 
director of the Bureau, an opportunity to get in 
touch with all of our subscribers in this week’s 
issue. We trust that you can co-operate with the 
Bureau in the statistical information it desires. 





Buy Only “What You 
Can Sell” 


Men in every walk of life, be it politics, sports 
or business, have a much better chance of winning 
if they play the game fair and honest. The re- 
tail merchant must be very careful in all his 
dealings not to offend anyone because his busi- 
ness life depends on the good will he can create 
and no one can build good will unless he is strict- 
ly on the level. 

Many items under the heading of “Cancella- 
tions” appeared lately in the daily papers. Such 
items tend to cause the public to form bad opin- 
ions of merchants. Cancelling orders that were 
placed with good intentions is not fair play. It 
is not fair that the seller should suffer for the 
mistake of the buyer. Some of these cancellations 
appear to be the wind-up of deliberate gambling 
in merchandise which is always bad and risky. 
Good merchants never buy more than they can 
easily sell, and this rule is lived up to regardless 
of price changes or market fluctuations. 

A rather interesting case is that of a hat mer- 
chant who always placed large anticipation or- 
ders expecting certain kinds to be scarce. He 
placed an order even larger than ever. Before 
it was time to fill that large order prices began to 
drop and goods became more plentiful. In order 
to creep from under, the dealer cancelled his large 
order, but the maker refused to accept the can- 
cellation. After a long controversy the dealer 
sent his check for a thousand dollars to the maker 
as the initial payment toward reimbursing the 
maker for any loss he may have on those goods. 
It does not pay to buy more than your business 
warrants. A good rule in buying is to use the 


‘ previous year’s sales as a guide, with not more 


than 50 per cent of the total sales for any one 
month’s delivery. Using those figures will keep 
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Where the Problems Crystallize into Methods of Progress 


your stock in a movable condition and your financ- 
ing will be simplified. 


How To Sell More Pairs 


In these unusual days we should emphasize to 
women the fact that untidy footwear is neither 
good taste nor American. The standard of dress 
continues to be higher in America than in any 
other country in the world. 

The thought to express in sales making and in 
advertising is that the well-dressed woman of 
these days is paying more attention to her foot- 
wear, in the way of having the proper shoe for 
different occasions. It is not a correct fashion, 
and really never was, to wear the same shoes 
straight through a whole day. The shoe worn 
in the house in the morning is not the kind or style 
of shoe that is fashioned for the street; the shoe 
that is proper for the street is neither comfort- 
able nor in the least fashionable for dancing, or 
a reception; nor is the dancing slipper fit to be 
worn for sports of any kind. 

There is both usefulness and fitness in having 
different shoes for different purposes. They wear 
better if devoted to their proper uses. The wide 
variety of. materials for shoes has developed 





because there was a variety of need. The woman 
who buys the kind of shoes she needs may buy 
the heaviest of calfskin boots or the lightest of 
kid slippers, or may buy buck, kid, patent leather, 
white buckskin or what not. Every woman who 
can afford it should have all kinds—and no woman 
can afford not to have more than one kind, for 
everyday use. 





Comparisons Protect Your 
Business 


There are still some merchants who try to do 
business on the old hit-or-miss fashion which 
spells failure to most of those who try it. 

The good merchant has figures of previous buy- 
ing, selling, expense and profit and compares the 
present figures daily, weekly and monthly with 
those of previous seasons. Many good merchants 
go even further than that; they aim to learn the 
figures of their competitors and compare those 
with their own. 

A good merchant will try to learn why the com- 
petitor sells a certain article at a low price, also 
how the competitor gains such good confidence of 

(Continued on page 37) 
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Relief 


Tax Situation Muddled — Economy Wave Starts— 
Postage Hits Mail Order Houses 


Washington, Aug. 15.—The tax situation is very 
badly muddled. The House Committee on Ways and 
Means expects to have the revenue measure before 
the House within two weeks and pass it within one 
week. While the sentiment of American mer- 
chants and certain groups of manufacturers favors 
the sales tax, their best efforts seem unavailing at 


this time. The Senate Finance Committee, however, - 


has hesitated in taking a definite stand on the ques- 
tion because it is realized that they cannot commit 
themselves too early. They understand that the 
great bulk of the protest comes from labor organiza- 
tions, fraternal bodies and agricultural societies. 
They are proceeding slowly in forming their opin- 
ions, knowing that the sales tax has been success- 
ful in other countries and a large number of Ameri- 
can business men, particularly merchants, have ad- 
vocated the plan. It is true that Senator Penrose, 
chairman of the Senate Finance Committee, ex- 
pressed the belief on Monday that the present Con- 
gress would never seriously consider the sales tax. 


Taxes in Dispute 


Late developments indicate that the Congress 
must bow to the inevitable—retain the iniquitous ex- 
cess-profits tax, or adopt a general turnover tax. It 
is more a question of the amount of revenue than the 
mode of assessment, which is baffling the tax framers. 
The executive branch of the Government is trying to 
guard against the evil effects of tax reform, that is, 
that heavy taxation has a tendency to discourage in- 
dustry, and that there is an absorption limit in all 
branches of trade. It was believed for a time that an 
increase of 5 per cent in corporation taxes, with the 
elimination of the $2,000 exemption, would do much 
toward filling the gap caused by the abolition of the 
excess profits tax. Revised statistics compiled by the 
Treasury Department show that the revenues from 
business concerns would shrink by approximately 
$150,000,000. This estimate would indicate that the 
burden could be lifted from the shoulders of American 
business. But, the fact remains that this sum and 


more must be raised to maintain the Government dur- 
ing the next fiscal year. 


Cutting Costs of Government 


In the opinion of the Secretary of the Treasury, it 
will be necessary to reduce governmental expenditures 
by $250,000,000. Optimistic leaders of the majority 
in Congress believe it is possible to save $500,000 
through the operation of the budget system, but there 
are few to share their rosy enthusiasms. Secretary of 
the Treasury Mellon has set $3,570,000,000 as the ir- 
reduciable minimum for revenue. Despite the fact 
that General Dawes has been in office for several 
weeks as Director of the Budget, the economies re- 
sulting from his activities have had but little effect on 
the size of our tax bill. It is significant to note with 
all the promises of economy, that Secretary Mellon 
said: “The actual expenditures for the first full 
month of the present fiscal year indicate that unless 
there is an extraordinary new effort to reduce expen- 
ditures the estimates which the Treasury has presented 
may be regarded as conservative.” For instance, the 
ordinary expenditures for July of this year amounted 
to $322,000,000 as against $307,000,000 for the corre- 
sponding period of last year, while the current deficit 
for July, 1921, was about $113,000,000 as against 
$76,000,000 for July, 1920. Just how Federal Gov- 
ernment will effect a saving of half a billion in the face 
of these indisputable figures for the first month of the 
current fiscal year, is something that Congress, in its 
wisdom, alone can tell. 


New Tariff by Dec. 31 


The Administration is confident that the new tariff 
laws will be in effect about December 31. The Ways 
and Means Committee made manifest its intention to 
expedite this legislation by according only a perfunc- 
tory hearing to the public before going into executive 
session. The proposals of the Treasury Department 
brought forth nation-wide protest from the classes 
which would be affected by the changes in the revenue 
law. 




















SRE ne 2 


ee RR Teh 








per cites dines. 





August 20, 1921 


Hits Mail Order Houses 


The mail order houses and certain advertising cam- 
paigns of retailers will be hard hit by the proposed 
increase in the postal rates amounting to 50 per cent. 
Because of the deficit in the Postoffice Department, it 
is believed that this recommendation will be favor- 
ably received by the House and Senate. Little oppo- 
sition has been made by the banking institutions 
against the proposed two-cent tax on bank checks, be- 
cause of the fact that it would simplify their book- 
keeping systems, and ultimately reduce the number 
of checks in circulation. 


Reducing Transportation Taxes 


The plan of the Treasury to repeal one-half of the 
transportation taxes upon freight and passengers on 
January 1, 1922, and entirely repeal it the following 
year has brought about a division of opinion. Cer- 
tain groups want it either retained or abolished. A 
revision of the income tax rates with a maximum 
surtax rate reduced to 32 per cent is not objection- 
able to the members of the Senate and House com- 
mittees. 

American Valuation Plan 


The Senate Finance Committee has been devoting 
its attention exclusively to the American valuation 
plan as included in the House tariff bill. Senator 
Penrose has indicated that several changes are con- 
templated but it is believed that they will be limited 
to modifications rather than a new bill. Importers are 
conducting an active campaign against the new plan 
of customs assessment. With their policy on valua- 
tion program fully determined, the Senate Committee 
will proceed to adjust the rates in the tariff bill ac- 
cordingly. Indications are that the Senate will revise 
the House schedules downward. There has been some 
talk of a filibuster-on the tariff bill when it is reported 
to the Senate about September 6. 


From Recorder to Colorado College 


Ruth A. Merrill, associate editor of the Export Re- 
corder and the Edicion Latino-Americana, leaves the 
Recorder staff this week to go to Colorado College, 
Colorado Springs, as assistant to the Dean. 

Miss Merrill, a graduate of Radcliffe College, spent 
two years in social service work and then became sec- 
retary to Mr. Marsh, manager of the Butterick Pub- 
lishing Company. In September, 1919, she came to 
the BooT AND SHOE RECORDER to handle the very diffi- 
cult and technical work of our foreign publications. 

The entire staff and many of her well wishers in 
the industry are pleased to hear of her promotion. 

Colorado College has a membership of about seven 
hundred and is a co-educational university. 


BAN ON STREET BAZAARS 
“Keep the Home Town Merchants Earning” 


Main street merchants of many cities will be inter- 
ested in the ban on street bazaars in Lynn. The 
American Legion planned to run a street bazaar for 
a period of one week, said bazaar to be called a Mardi 
Gras, and to have for its attractions various street 
decorations and sidewalk stores. 

The Lynn Merchants’ Association protested against 
the carnival, declaring that they were asked to deco- 
rate their stores, while the sidewalk booths were to 
sell goods in front of their stores. 
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Mayor Creamer put his foot down hard on the plan. 
He said he wouldn’t permit any game of chance, not 
even a toddle top, and games of chance were to be a 
feature of the carnival. 

Also, Mayor Creamer declared that if any money 
were to be spent in Lynn it must be spent in estab- 
lished Lynn stores, not in sidewalk stores, operated by 
traveling fakirs. 

The Legion cheerfully accepted the ruling of Mayor 
Creamer and called off the carnival. 


MONEY TALKS EVERYWHERE 
How Boston Prices Made an Indian Revolt 


For generation on generation it had been one of the 
perquisites of an obscure family in an obscure town 
in India to cart away the carcasses of cattle which 
had died of disease or had been accidentally killed and 
to sell the hides for its own profit. In the fall of 1919 
prices of hides in the American market reached their 
peak—an altitude theretofore unheard of—with the 
result that in that obscure town in India that obscure 
family found itself forced to fight for its old, old priv- 
ilege. Custom—almost age-old—was not strong 
enough to blind the owners of cattle that there was 
money in hides. In the end the long arm of British 
rule had to be extended to pacify the natives ‘“‘be- 
cause,” says the missionary who tells the story, “the 
price of hides was high in Boston, half a world away.” 
—Barron’s Weekly. 


FOR THE FUN OF IT 
Easy to Guess 
Two soles with not a single thought, 
Two tongues that cannot speak, nor ought; 
Two heels, two toes, no hearts to beat, 
Yet two live ones upon two feet. 
* * * 
? Dad’s Cellar Must Be Dry 
“Sing a song of sixpence, a pocket full of rye,” a lad 
joyously lilts. 
“I would that I could,” his dad reflects, dolefully. 
* * * 
Flippant Query 
Salesmen have been advised to carry a fitting stick. 
Would one with an ebonized Louis heel as its head be 
accepted as the “fitting” stick for a salesman to carry? 
* * * 
Did As He Was Bid 
“You just try it on” she said with assumed brusque- 


ness. 
And he did. 








(Continued from page 35) 

the public and how can he afford to spend so much 
for advertising or for store improvements, etc. 

The owner of one of the largest department 
stores in the country spends as much time study- 
ing competitors’ figures as he does those of his 
own store. He then compares both to find the 
possible fault there may be in his store. The old 
saying that “competition is the life of trade” is 
true, providing you don’t let your business slide. 

Having comparison figures to go by, and con- 
stantly watching that the business does not slide 
away from the previous season’s figures is the 
sure way of holding a tight grip on business. 
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Fig. 1. Chart showing peaks and valleys of buying and making 


An Even Flow of Orders and Production 
Needed 


To Give the Maximum Efficiency at the Minimum Cost to the 


Ultimate Consumer. 


From Report of Thompson & 


Lichtner Co. to the ‘‘Hoover Committee’’ on 
Elimination of Waste in Industry 


damentals are due largely to irregularity of 

work and to the lack of knowledge of the time 
and methods required for the various operations. 
The idle time is reflected in high piece rates, since em- 
ployees must look not at weekly earnings but at an- 
nual income. It costs as much to live when one loafs 
as when one works. Analyzing these facts, the great- 
est needs in the shoe industry are: 

1. More uniform distribution of work through the 
year, which can be effected by co-ordination of sales 
and production. 

2. Adjustment of methods of planning and produc- 
tion to the multiple processes involved in shoe manu- 
facture. 

3. Co-operation of the manufacturers and the work- 
ers in development of the best working methods and 


[je difficulties when traced right back to fun- 


piece rates through the determination of facts and an- 
alyses of operations. 

4. Curing of the many weak places outlined in pages 
which follow. 


Effect of Losses on Cost of Shoes 


Manufacturers as yet are making but little effort 
to remedy the unsatisfactory conditions of employ- 
ment because they do not realize the bearing on their 
costs and profits. The manufacturer says, “this lost 
time does not cost anything. The operators are on 
piece work and simply lose their time.” But doesn’t 
it cost anything? Not only must irregular work be 
paid for by higher piece rates to maintain a fair an- 
nual income of the operator, but the effect of this idle 
time on the actual costs is surprising. 

Statistics of earnings of industrial workers in this 
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Fig. 2. Chart showing why factory operators would prefer 50 weeks’ steady work at less pay per week 


country, as well as cost values, are inadequate and 
inexact. However, it has been possible by balancing 
various sources of information and checking these 
with the records of the shops subjected to special 
study to arrive at definite figures. The average an- 
nual income of boot and shoe workers we find to be 
$1250. This income is earned in approximately 
thirty-four full weeks of productive effort. The aver- 
age shoe cost to manufacture in the early part of 
1921, $3.50 per pair. This figure includes from a 
baby’s smallest to the fanciest woman’s shoe, as well 
as the cheapest man’s nailed to the finest woman’s 
turn. Analyzing the cost of a shoe we find the di- 
vision of material, labor, and expense to be as follows: 


MSIOTIAL oo ccc ccs $2.10 60 per cent 
Serer erat -70 20 per cent 
Overhead ......... .70 20 per cent 
OCR CORE... 65.500 00: $3.50 100 percent 


Presuming for the present that an annual income 
of $1250 could be earned by the average shoe worker 
in forty-five weeks of productive effort instead of 
the present average of thirty-four weeks. Since shoe 
workers think in terms of annual income, the labor 
cost could be reduced in inverse proportion. Since 
the annual overhead remains the same, the overhead 
per pair would be reduced in like measure. Assuming 
the same cost of material, the result in cost with this 
32 per cent increased production would be: 


DEASGTID! .o.0.5,6.0:0:8:0.4:8 $2.10 66 per cent 
EE Pee rae .53 17 per cent 
PUOENORE 6.6.6.0... s%010 .53 17 per cent 
Total Cost ........ $3.16 100 percent 


This is equivalent, through reducing the idle time 
through the year, to a reduction of about 25 per cent 
in the cost of labor and in overhead with a reduction 
in the total cost of the shoe of 10 per cent. 


Waiting for Work 


But we have still another loss from idleness, the loss 
of the operative occasioned chiefly by waiting for 
work and material—a loss shown by our factory 
studies to amount to another 35 per cent of the time. 
This can be eliminated to a great extent by accurate 
methods of planning and controlling the work. The 
manufacturer can at least reduce this cost by 20 per 
cent, in addition to the increase in annual working 
time, since this actually has been done in certain fac- 
tories. 

Results of the increased output over and above the 
saving already figured would be reflected by a 20 per 
cent reduction in the cost of labor and of overhead as 
follows: 


errr $2.10 71 per cent 
ar 44 14.5 per cent 
OverMOad <6.....655. 44 14.5 percent 
TOR COS) 6.66 cis $2.98 100 per cent 
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These two are equivalent to a reduction of $0.52 
per pair of shoes or approximately 15 per cent. 
Therefore, a pair of shoes now retailing for $15 would 
sell for $12.75, and $10 shoes could be bought for 
$8.50. 

A Chart of Work 


Further savings would result from the development 
of proper methods of planning. It is possible, also, 
to reduce inventories, and in one plant where $3,000,- 
000 worth of kid leather is carried in stores it would 
be possible to operate the business properly with only 
$1,000,000 worth. Savings on interest on investment 
through this reduction would amount to $120,000 per 
year in this one plant. Control insures having ma- 
terials on hand when needed, but maintains a mini- 
mum quantity. On the other hand, these last savings 
may be offset by an increase in wages to be paid em- 
ployees for closer applica- 
tion to work through elimi- 
nation of lost time. 

Further reduction would 
result from standardization 
of methods through job 
analysis and time study. 
The result would enable the 
manufacturers and workers 
to arrive at agreements 
based on facts. Such con- 
clusions cannot be disputed. 


Gains Through Rapid 
Manufacture 

Certain manufacturers 
are finding it possible to 
make unheard-of reductions 
in time of putting shoes 
through the factory, and the 
old idea that “good shoes 
must remain in the factory 
several weeks” is being ex- 
ploded every day. The rela- 
tive time in four factories 
making similar men’s welt 
shoes is shown in Fig. 2. 
The time in each department 
of these four factories is as 
follows: 








Fig. 4.. Rate of turnover in a cross-section of stores 


Fig. 3. What sampie charges due to production 


Department FactoryA B C D 
er Ne GOs 5 aise Ss 4 3 1 2 
MEIN 95 6506.4. 60 cae adin's 54% 5 215 2 
| a rere 4 4 3 1% 
(eee eee ee 3% 1 3 i 
EE lain a cidennsats Sars 1% 3 3 1 
a ere 1% 1 1% iy, 
Treeing and shipping... 3 1 2 % 


23 «18 16 


On nailed shoes the record has been brought down to 
five days. On McKay shoes, reductions have been 
made from 21 to 14 days in some plants. Women’s 
welts and turns are more difficult to make up, but a 
drop of from 30 days to 22 has been made in certain 
plants. 

The really large saving which is effected by reduc- 
tion in stock wherever it may 
be is but little appreciated 
by the manufacturer. For 
example, a plant turning out 
10,000 pairs of shoes per 
day, assuming the value of 
these shoes to be $3.50 per 
pair, per day, releases the 
equivalent of $525,000 per 
year, or $31,500 interest 
charges at 6 per cent. This 
is full cost price instead of 
allowing for the fact that 
operations are incomplete, 
but this is fair because no 
account is taken of saving 
in floor space and ease of op- 
eration, 

In Factory A there are 23 
days’ work of 10,000 pairs, 
or 230,000 pairs in process 
against Factory D, where 
there are 80,000 pairs in 
process. Figuring $3.50 as 
the average cost, the value 
of goods in process is $805,- 
000 and $280,000. Factory 
A is carrying an inventory 
of $525,000 more than Fac- 
tory D. 




















August 20, 1921 


BOOT AND SHOE RECORDER 41 


The Outstanding Issue—Free Hides ° 


Some Advocates, however, of Duty on 
Finished Leather and Shoes 


Many people in the trade apparently thought that. 


the action of the lower branch of Congress in finally 
leaving off the duty from hides in the Fordney Bill 
was the end of the tariff controversy so far as our 
trade is concerned. Judging by past performances and 
tariff tinkering, trades and squabbles, we are by no 
means at the end of this menace to the industry. 

The great strength of the agricultural sections of 
the country will exert all of the influence which they 
have in inducing the Senate to place a 15 per cent im- 
post on hides. Probably also on skins, even though we 
import 70 per cent of our calfskins and 98 per cent of 
goatskins. In the event that the Senate should accede 
to the request of the agricultural sections, the matter 
would then come up for a fight in the conference be- 
tween the Senate and the House. It is probable that 
there would be a small duty imposed on leather and 
shoes, if hides should be taxed. Some of the trade 
are outspoken in saying that they do not care whether 
or not there is a duty on leather and shoes provided 
hides come in free. So long as we are to have any 
protective tariff system at all, it is unwise to make the 
bold statement that we do not require it on the manu- 
factured products of our industry. 


Competition from Canada 


For a certain length of time we may not need pro- 
tection on shoes. At the same time we are leaving our 
markets open to Canada, and it will be noticed that a 
good volume of shoes is coming in from Canada at the 
present time. When trade is normal, there will be a 
large influx from Canada provided there is no duty. 
Canada, in recent years, has taken quite a number of 
our most able shoe factory superintendents. They have 
lower priced help and they are able through cheaper 
leather and overhead expenses to make shoes good 
enough in quality and style to sell easily in our mar- 
ket at a considerably less cost. There is more likeli- 
hood of successful Canadian competition in footwear 
than from any other nation except in custom work 
from England. 


Leather May Need Protection 


So far as leather is concerned, we are increasing 
our imports in sole leather from Canada, likewise from 
Great Britain. The importation of sole leather for 
the year ending with June, 1921, is not a fair cri- 
terion because of the dull business of that year. Our 
imports of all leather and leather goods for the twelve 
months ending June, 1921, amounted to $28,784,437 in 
value, as compared with $40,327,091 for the preceding 
year; more than one-half of this valuation was for 
gloves. In normal trading, our importations of sole 
leather and patent leather will cortinue to increase 
provided there is no duty. 

The outstanding injury, of course, to the whole in- 
dustry, would be the effect of a 15 per cent duty upon 
hides. This is so plain that it should deceive no one, 
not even the layman or the consumer. 


Our Imports 


We import in normal times, approximately fifty per 
cent of our hides. The packers have a virtual control 


of the domestic take-off of hides. They also control 
a large percentage of the imports through their oper- 
ations in South American countries. It is at once 
apparent that to meet the fifteen per cent duty the 
price of the domestic take-off is automatically ad- 
vanced. Inasmuch as animals are killed for meat and 
not for hides, it would be impossible to trace the 
slightest benefit of this duty to the farmers. The 
ultimate working out of this duty would be that the 
independent sole leather tanners and cut sole dealers, 
would in time, either be driven out of business or re- 
tained as managers of their respective companies for 
the packers. 


Help in the Fight 


It is as much the duty of the retail shoe merchants 
as of their customers, to help fight the consummation 
of this iniquitous measure as it is the duty of the shoe 
manufacturer or leather merchant. The shoe industry, 
particularly the retail shoe merchant, has been the 
target of all sorts of abuse on account of shoe prices, 
whether merited or not. : 

A duty on hides would have the effect of increasing 
shoe prices, which would bring the trade in for more 
censure. The time is ripe now and will be for some 
time to come, to communicate your views of this 
matter to your congressman and senator at Washing- 
ton. Let them know decisively and promptly that you 
are opposed to anything that will tend to increase the 
cost of shoes to the consumer. This has unfortunately 
had the aspect of being a Massachusetts protest, 
whereas it is just as much the fight of the shoe wearer 
and seller in California as it is the manufacturer of 
shoes in Massachusetts or New Hampshire. It is our 
trade as a whole which is threatened and not some 
man in Brockton or Lynn. 

If, in times past, our industry has lacked the cohe- 
sion and unity expressed in other trades, let us profit 
by such blunders and exert something like real effort 
in the future in safeguarding not only our own, but 
also the rights of those who purchase our products. 


Eh! women’s feet are growing larger? Are we 
to infer from this that wearing tight shoes does not 
tend to retard the growth of the feminine foot? 

* * * 
The packers prefer to tan their own hides. There 
are others of us who are content to let Sol and the 
zephyrs do the job. 


* * * 
What do they mean, “The Rubber Outlook?” Sure- 
ly, men need not now, upon a rainy day, group them- 
selves at those windows which command a view of the 


street crossing. 
* * * 


Is not the relative value of shoes best determined 
by the degree of comfort and length of service given? 
* * * 

Arctics, we are told, will be made to “brace up and 
have some style about them.” 
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Gothic design of Josephson’s Shoe Store, Trenton, N. J. 


Stores Built for Speed in Selling 


The Cost per Pair at the Fitting Stool Is Reduced 
by Equipment of Facility 


Trenton, N. J.—The original Josephson Shoe Store 
was opened next door to the present store on July 
1st, 1916. Prior to that time Mr. David S. Josephson 
was employed by the Gallavan Shoe Store for five 
years and Fuld Bros. for eight years, both of this city. 

The 2500 people who attended this opening were 
amazed at the service plan of this beautiful store. 

The front of this store is of a Gothic design, 
American walnut being used, trimmed with gold. The 
window fixtures are of bronze and polychrome. The 
valances are made of velour to match the window 
fixtures. The interior is also finished with American 
walnut, trimmed with ivory. A balcony encircles the 
entire store for surplus stock. 

The lighting system is also of Gothic design to 
match the front. The cartons and carpets are gray. 

The entire back of the store has a show case, over 
which a mezzanine for the office. The Lamson cash 
carrier system is used for speed in service. 


The second and third floors of the building are 
used for surplus stock. 
Twelve salespeople are steadily employed. 


Corrective, Not Freakish 


First the Last, Then the Construction 


The national interest in specialty footwear for com- 
fort, has shown the development of many new feature 
shoes. To combine quality and comfort has been the 
effort of the new foot service. 

Here is the keynote, as expressed by the originator 
of the specialty shoe “the Acme Arch Grip” to be dis- 
tributed by A. J. Bates & Co. New York. It is quite 
an unusual feature of distribution to have such a shoe 
come from a wholesaler. The service speed is thereby 
much increased. 

The originator says: “We found from exhaustive 
inquiry that there is a tremendous demand for what 
might be termed, stylish, sensible footwear. In sub- 
stance, a corrective shape shoe which could not be 
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Selling on the floor. Service in mezzanine of Josephson’s Shoe Store 


termed a freak. We found that most of the foot 
trouble is concentrated in the arch of the foot and the 
thought we had in mind in constructing these shoes 
was to embody in them a something which would act 
as a bandage to this part of the foot and still give the 
ball and the toes of the foot the natural freedom 
which they should have, so the first thing was to 
design lasts which met these requirements. 

“We standardized the quality and construction. We 
use nothing but high grade Surpass Kid, one natured 
skin, solid leather boxes, solid leather counters, all 
leather heels, first quality outersoles and innersoles. 

“Regarding the construction, they are made just as 
the old custom bench-made shoemaker made them, 
stitching the welt to a shoulder in preference to a 
lip as most of the shoes to-day are made. These newer 
methods were suggested and adopted with the primary 
object of reducing the cost. In substance, shoes made 
under our plan have got to be of the very best inner- 
sole and the result is that the shoes are firmer and 
keep their shape better and very much more flexible.” 


How Slogans Originated 


James Cavanaugh Originated “Wear a Good Pair, 
Yourself!” 


Almost every industry in the United States has a 
clever slogan or phrase having a good merchandising 
value to it. There is no way of estimating the value 
of the slogan “Say it with flowers.” Now the clothing 
people are coming out with the slogan “A season of 
suits.” The millinery people say, “A hat for every 
month.” The jewelry man puts in his window a sign, 


“Gifts that last.” Wherever you go you find a per- 
tinent slogan of business value. 
Of Human Interest 

The Recorder investigated recently, the origin of 
the slogan “Wear a good pair yourself.” The origin- 
ator was James Cavanaugh of the United Shoe 
Machinery Company and the instance was as follows: 

Mr. Cavanaugh was talking to a leather man who 
was passing the buck by saying that the manufacturer 
and merchant were not moving the goods. On glanc- 
ing at the leather man’s shoes, the slogan popped out, 
“Why don’t you wear a good pair yourself?” Mr. 
Cavanaugh went on to say that consumption of three 
feet of upper leather, two prime soles and all the rest 
of the shoe material, was just that much business for 
everybody right along the line. 

So the trade has taken literally the phrase, “Wear a 
good pair yourself” and everywhere you can see the 
shoe and leather men replenish their footwear 


supplies. 


Pertinent Question 
“T believe that things shape themselves in this life.” 
“It may be. Still, in the case of our feet, for in- 
stance, do you not think that shoes help?” 
* * * 
Calls for Action 
One of this season’s new colors is “lobster red.”— 
Trade news item. 
Shades of all the colors! Are ye content to endure 
it? 
Aye? Then come forth ye shades of night! Fall 
upon and obscure it! 
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Collecting Figures on Cost of Doing Business 


Facts on your business wanted by Bureau of Business Research 
of Harvard University. The National Shoe Retailers 
Association in close co-operation 


Here is the story, straight from Melvin T. Copeland, 
director of the Bureau of Business Research, Graduate 
School of Business Administration, Harvard Univer- 
sity, Cambridge, Mass. 

“We are now collecting figures on the cost of doing 
business in the retail shoe trade in'1920. Because of 
the practical use that the trade has been able to make 
of the summaries that we have published in the past, 
this investigation is being continued at the request 
and with the joint financial assistance of the National 
Shoe Retailers’ Association and the National Boot and 
Shoe Manufacturers’ Association. As in the past, this 
research will bring to us first-hand facts that will be 
valuable for teaching purposes in the Harvard Busi- 
ness School and in other educational institutions. At 
the same time we are confident that you will find it 
directly worth while to be able to compare your own 
costs with those of other merchants. 

“In order to reveal differences in local conditions we 
hope this year to be able to make comparisons of the 
figures received from shoe retailers in each of the 
twelve Federal Reserve districts. To do this we must 
have reports from a large number of retailers in each 
district. We should like to have your help. 

“Will you please fill out the blank? All the items on 
this standard form are explained. Any information 
that you give will, of course, be treated as absolutely 
confidential. 

“After your statement has been checked here at the 

office a copy, with percentages worked out for each 
item of expense and profit, will be returned to you, so 
that when you receive our 1920 summary you will be 
able to see how your figures line up with those of 
other shoe retailers and where reductions may be pos- 
sible. 
“If you have not already received them, we shall be 
pleased to send you complimentary copies of any of 
the shoe bulletins that we have published as soon as 
we receive your report. 

“If you cannot adjust your figures exactly to the 
blank, please send your statement in whatever form 
you can make it out. It will be useful.” 


Explanation of Standard Form 

The profit and loss statement for shoe retailers has 
been drawn up by the Harvard Bureau of Business 
Research in order to obtain comparable figures on the 
cost of doing business in retail shoe stores. Each re- 
port submitted to the Bureau includes in expenses a 
fair charge for proprietor’s salary, for rent on build- 
ing even though owned, and for interest on the invest- 
ment in the business. Furthermore, the receipts and 
expenses of the repair department are kept separate 
from the receipts and expenses of the rest of the busi- 
ness in order that worth while figures for comparison 
may be shown. Except for a few modifications this 
statement is the same as the one that has been used 
by the Bureau for the collection of figures since 1911. 


Gross Sales 
Cash and charge sales of merchandise. Do not in- 





clude receipts from repairing or from luxury taxes. 


Returns and Allowances 
Merchandise returned by customers and allowances 
made to customers. 


Net Sales 

Gross Sales less Returns and Allowances. 

Do not include receipts from luxury taxes in Net 
Sales. In order to obtain figures that are reliable for 
making comparisons the luxury tax should not be in-' 
cluded here. Net Sales is the figure upon which all 
percentages for profit and expense are based. 

Net Inventory of Merchandise at Beginning of Year 

Net value of merchandise on hand at beginning of 
year. Do not include value of equipment or of repair- 
ing supplies. 

Purchases of Merchandise at Billed Cost 

Cost of merchandise purchased. Do not include cost 
of materials and supplies purchased for the repairing 
department. 


Inward Freight, Express, and Cartage 
Transportation charges on purchases of merchan- 

dise. 

Gross Cost of Merchandise Handled 


Sum of Net Inventory of Merchandise at Beginning 
of Year, Purchases of Merchandise at Billed Cost, and 
Inward Freight; Express and Cartage. 


Cash Discounts Taken 

Cash discounts actually taken on purchases of mer- 
chandise. 
Net Cost of Merchandise Handled 

Gross Cost of Merchandise Handled less Cash Dis- 
counts Taken. 
Net Inventory of Merchandise at End of Year 


Net value of merchandise on hand at end of year. 
Do not include value of equipment or of repairing 
supplies. The amount entered here is the same as that 
entered on the financial statement as net inventory of 


merchandise. 


Cost of Merchandise Sold 
Net Cost of Merchandise Handled less Net Inventory 
of Merchandise at End of Year. 


Gross Profit 
Net Sales less Cost of Merchandise Sold. 


Wages of Salesforce 
Amount paid to regular and extra salesforce. Part 
of the salary of the proprietor, partner, or manager 


proportionate to the time spent in selling. 
On the reports submitted to the Bureau every pro- 
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prietor is to include among his expenses a salary for 
his services equal to what he would earn if he were 
doing the same work for someone else. Since, as a 
rule, the proprietor gives his attention to more than 
one part of the business, his salary is divided accord- 
ingly. If, for example, he spends half his time in 
selling and half in buying and managing, one-half his 
salary is charged to Wages of Salesforce and the bal- 
ance to Buying, Management, and Office Salaries. 
Salaries of active partners are handled in the same 
way. 

Premium Merchandise (PM’s) 

PM’s or commissions to salesforce. 


Advertising 

Newspaper, periodical, and street car space; cir- 
culars and price lists; premiums; signs and posters; 
other advertising expense. 


Wrapping and Other Selling Expense 
Wrapping paper, twine, and cartons. 


Total Selling Expense 

Sum of Wages of Salesforce, Premium Merchandise 
(PM’s), Advertising, and Wrappings and Other Sell- 
ing Expense. 
Delivery Expense 

All expenses incurred in delivering merchandise, in- 
cluding wages of delivery employees. 
Buying, Management, and Office Salaries 

Salaries and wages of buyers, cashiers, bookkeepers, 
office clerks, and stenographers; auditor’s fees. Part 
of the salary of proprietor, partner, or manager, pro- 
portionate to the time given by them to buying or to 
the management of the business. 
Office Supplies, Postage, and Other Management Ex- 
pense 


Postage; office supplies; travelling expense of buy- 
ing trips; other incidental buying and management 
expenses. 

Total Buying and Management Expense 

Sum of Buying, Management, and Office Salaries 
and Office Supplies, Postage, and Other Management 
Expense. 

Rent 


Amount paid for rent of store. If store is owned, 
enter here amount equal to that for which it could 
be leased. 


Heat, Light, and Power .... ... 
Fuel, light, and power used in the store; heating 
and lighting supplies. 


Taxes 

Amount paid for taxes on stock and equipment, local 
licenses. Do not include taxes on building, income or 
excess profits taxes, or luxury taxes. 
Insurance 

Amounts paid for insurance. Do not include insur- 
ance on building. 


Repairs of Stere Equipment 


Repairs of fixtures, furniture, and other store equip- 
ment. Do not include amount paid for new equipment. 
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Depreciation of Store Equipment 


A fair estimate of annual loss in value of fixtures, 
furniture, and other store equipment. 


Interest on Capital — Borrowed 


Interest paid on borrowed money and on notes and 
accounts payable. Do not include interest on mort- 
gages or cash discounts taken. 


Interest on Capital — Owned 


Interest on net investment, exclusive of real estate. 
Interest on the average net worth of the business is 
charged as an item of expense as well as interest paid 
on capital borrowed. This item of interest is figured 
on the net investment—the difference between the sum 
of the assets of the business (not including real estate) 
and the sum of the liabilities (not including capital 
stock or surplus of a corporation, or undivided profits). 
The rate of interest to be used is the prevailing local 
rate on reasonably secure investiments. 


Total Interest 

Sum of Interest on Capital—Borrowed and Interest 
on Capital—Owned. 
Total Fixed Charges and Upkeep Expense 

Sum of Rent, Heat, Light, and Power, Taxes, Insur- 
ance, Repairs of Store Equipment, Depreciation of 
Store Equipment, and Total Interest. 
Miscellaneous Expense 

All expenses not otherwise provided for. 


Losses from Bad Debts 
Losses from debts owed by customers. 


Total Expense 


Sum of Total Selling Expense, Delivery Expense, 
Total Buying and Management Expense, Total Fixed 
Charges and Upkeep Expense, Miscellaneous Expense, 
and Losses from Bad Debts. 


Net Profit (or Loss) 
Gross Profit less Total Expense. 


Repairing (Net Profit or Loss) 


Receipts from repairing less total repairing ex- 
penses. Include as expense wages of repair men, part 
of the salary of proprietor proportionate to time given 
to repair work; cost of materials and supplies used in 
repair department. If repair work is sent out, the 
charge for the work is entered here. 


Sundry Revenue (Net) 
Balance of incidental receipts and incidental losses. 


Interests and Rentals Earned 


Interest on net investment, exclusive of real estate. 
This includes the interest entered under Interest on 
Capital—Owned. Rent of owned store, after insur- 
ance, taxes, repairs, depreciation, and interest on 
mortgages on owned store have been deducted. 


Total Net Gain (or Loss) 


Sum of Repairing (Net Profit or Loss) and the bal- 
ances of Sundry Revenue (Net) and of Interest and 
Rentals Earned. 
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Provision for Income and Excess Profits Taxes Surplus (or deficit) for the Year 


Excess profits taxes and federal and state taxes 
levied on the net income of the business for the period 


covered by this statement. Withdrawals. 


Total Net Gain (or Loss) less Provision for Income 
and Excess Profits Taxes and Dividends, Sharings, or 


Dividends, Sharings, or Withdrawals 
Between Ourselves 


Dividends declared, or partners’ sharings awarded 
(not including salaries), or proprietor’s withdrawals 
(not including salary); also “salaries” paid to in- 


active partners. need the left one? 


Why the advice: 


“See that the customer gets the 
right shoe?” Won’t he or she be quite as likely to 





OPERATING ACCOUNTS FOR SHOE RETAILERS 
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FINANCIAL STATEMENT 
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Assets Liabilities 
Cash on hand and in bank......... ........ Accounts Payable’ (Merchandise)..... ...... 
Amoammts Tecewae ..... ccs cccccces Notes Payable (Merchandise)..... ........ 
Eb iicdadadesess sesseeds Other Notes and Acc’ts Payable.... ........ 
Net Inventory of Merchandise*.... ........ I ree rere e 
Net Inventory of Equipment...... ........ Real Estate Mortgage Notes....... ........ 
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*This entry should be the same as that given for Net Inventory of Merchandise at End of Year 
on opposite page. 


SCHEDULE FOR SHOE RETAILERS 


1 Number of pairs of shoes sold in 1919...... ¢ i 2690....:. 

2 Amount paid last year on account of Luxury Tax $........ Is this amount included either in 
your figure for Gross Sales or for Net Sales entered on the other side of this sheet?........ Is 
it included in your expenses? ........ If so, under which item? ........ 

3 Is your business owned by one proprietor? ............ ; by a partnership? ............ ; bya 
corporation? ......... Number of active partners, including proprietor ............. Total 
amounts charged as expense for salary of proprietor or active partners $......... Under which 
accounts are these amounts entered on the other side of this sheet? ....................0005 
Proportion of time of proprietor or active partners spent in selling .......... ; in buying and 
managing ........ ; in repair work ........ If salary for proprietor or active partners has 
not been included in expenses, what is a fair charge for their services? $........ 

4 Do you rent your store? .......... Annual rent $.......... If you own it, for what amount 
could it be rented? $............ 

5 What is the rate of interest on reasonably secure investments in your locality? ........ %o 











Why Shoes Wear Out 
Telling the Public about Foot-Poundage 

There is more and more interest in original pub- 
licity. Telling the public something about shoes 
proves to be the best sort of publicity for a store. 

We have shown one or two samples of what O. A. 
Hensel of Milwaukee is doing with blotters. Mr. 
Hensel is located on the outskirts of Milwaukee and 
finds that the circulation of the city papers is not very 
effective. He does not consider circularization of his 
blotter stunts proved the best of the lot. Here is the 
text of his most recent blotter: 


WHY SHOES WEAR OUT 

“The average step is 26 inches. This means 2437 
steps to the mile, or 12,185 in a five mile day. A per- 
son weighing 160 pounds in a day has pounded into 
his shoes 974 tons and 1600 pounds of meat, bone and 
troubles, and all this he carries above his shoes. Men 
buy three pairs of shoes a year (on an average). A 
steel hammer weighing 160 pounds coming down at 


that rate for four months would have to be renewed 
each day and would have to be fished out of the deepest 
hole in the earth at the end of the four months.” 
This proves that shoes have a perfect right to wear 
out. 


Proper Care of Shoes 

This kind of information is always impressive to 
the public and makes a very valuable publicity feature. 
Proper care of the shoes is another subject which can 
profitably be treated in advertising stunts. Instruc- 
tions about cleaning and polishing footwear made of 
the various kinds of leathers and materials is appre- 
ciated by the consumers and will make friends for 
your store. It lends an air of authenticity and is a 
strong builder of good will and new customers. 

There is a wealth of information about how to 
properly dry shoes when they are wet and similar 
facts for such purposes which can be used to excellent 
advantage. 
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Inventions and Economies to Work 


Right on the heels of our editorial on “The Standard 
of Living” we find a remarkably pertinent statement 
issued by the American Exchange National Bank of 
New York.—EDIToR’s NOTE. 

The standard of living is raised by the increase in 


the production of the things which go to make up the ‘ 


sum of the standard; not by an increase in the number 
of dollars paid for a day’s work, but by the increase 
in the quantity of the thing upon which the labor is 
employed. As the productivity of labor under modern 
conditions depends largely upon the tools and ma- 
chinery employed, as well as upon the facilities for 
transporting raw materials to the point at which labor 
is to be applied for their conversion into goods ready 
for consumption, the maintenance of production de- 
pends upon the maintenance of the tools of production. 
Deterioration of tools and mechanical equipment 
means a decrease in production and calls for the de- 
votion of time and labor to replacements and repairs, 
during which the old standard of living cannot be 
maintained for the simple reason that the things that 
made it are not being produced in sufficient quantity. 
Under normal conditions the tools and mechanical 
equipment needed for production are kept in repair and 
increased, but in time of war the urgency of the de- 
mand for things that are needed to carry on a war 
compels the neglect of the tools of peace production, 
and when the war ends it is discovered that the stand- 
ard of living has not been raised, but has in fact been 
lowered. War does not increase production or the 


tools of production, it simply forces a redistribution 
and temporarily raises the standard of living of those 
who are engaged in the production of goods most 
essential to the needs of the war. The munitions 
worker is able to command more, but the average man 
commands less. War enables not only the men em- 
ployed as munition workers, but all labor, to tem- 
porarily raise the standard of living. 

The employment of millions in the armies creates a 
shortage of labor behind the lines, with the result that 
the workers are able to command a greater share of 
decreased supply of goods. The return of the soldiers 
to productive pursuits destroys the advantage of the 
workers behind the lines, but does not immediately 
increase production even to the point at which it stood 
at the time of the return of the soldiers. The lifting 
of blockades and the incidental increase in the demand 
for peace goods broadens the competition for such 
goods as there are and further impairs the purchasing 
power of the worker’s wages. As a result of these 
changes economic pressure tends to force the worker 
back toward the normal level from which he rose. Real 
progress in lifting the standard of living comes from 
lifting the entire structure through increased produc- 
tion and not through attempts to maintain abnormal 
advantages through force. We must restore our worn- 
out machines, rehabilitate our railroads, build exten- 
sions and manufacture new tools and put new inven- 
tions and economies to work, or permanently lower all 
standards of living. 








Planning the Chicago Convention 


Meeting of the N. S. R. A. Convention 
Committee in Boston 


Starting the ball a rolling for the Eleventh Annual 
Convention and Exposition of the National Shoe Re- 
tailer’s Association, a meeting was held at the Copley 
Plaza Hotel, Boston, Aug. 15. 

President Orr outlined the work of the Association, 
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to make the show and convention at the Coliseum the 
greatest educational effort ever attempted in the shoe 
and leather industry. 
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One-Third Alive—One-Third Dying— 
One-Third Dead 


The value of any stock of merchandise depends 
not so much upon the number of units of which 
it is comprised, nor upon the cost of those indi- 
vidual units, but it depends upon the actual pres- 
ent worth and salability of those units. 

When they were bought is not so important as 
what the public thinks of them at the present 
time. There has been a disposition on the part 
of merchants to disregard the selling value of 
merchandise when preparing their inventories 
and making financial statement according to the 
credit men in wholesale and manufacturing estab- 
lishments. Bankers are inclined to take the same 
attitude upon the value of a financial statement 
made by a merchant. 

A credit man of a wholesale house recently 
had occasion to consult a banker about the finan- 
cial condition of a customer of the wholesale house 
who was a depositor of that particular bank. 

The credit men said that when a financial re- 
port with inventory attached comes to them, un- 
less they are personally acquainted with the man 
and his business, they figure that his stock is 
about one-third alive, one-third dying and one- 
third dead. The banker said that it was the usual 
procedure of his bank to discount the merchant’s 
inventory from 25 per cent to 50 per cent. 

It is the general belief that at the present time 
shoe stocks throughout the country are compara- 
tively low. This is undoubtedly true, but don’t 
overlook the word “comparatively.” In pairs 
stocks undoubtedly are much lower on an average 
than they were eighteen months ago or even a 
year ago. Undoubtedly stocks on an average are 
cleaner and freer from odds and ends than they 
were previous to the clean-up sales which have 
characterized the shoe business to a greater or 
lesser extent during the last year. But, even at 
that, in the average store 75 per cent of the 
business is being done on that one-third which is 
alive. The other 25 per cent is being done on the 
one-third which is dying. The other third—well, 
it is dead, and that is all there is to it. But why 
carry the dead weight? 


The war is over and with it has gone the dream 
of long profits on all the merchandise in the 
house. Money is expensive and should not be 
kept tied up in stock that is not moving. The 
only safe way of conducting business to-day is 
on a quick turnover basis. Everything which 
tends to increase overhead should be eliminated 
and dead stock does increase overhead and is a 
burden that no progressive merchant can afford 
to load upon his business under present condi- 


tions. 
What Do You Do With 
Catalogues? 


Every merchant is the recipient of numerous 
catalogues from manufacturers and wholesalers. 
In fact, at certain times of the year he is literally 
flooded with them. Some of them he wishes to 
keep; others are immediately consigned to the 
waste paper basket. 

Frequently he wishes he had kept one which 
he threw away but catalogues are bothersome to 
keep; they pile up, get in the way, accumulate 
dust and make the office unsightly. 

A system of filing has not occurred to the aver- 
age merchant, but an Ohio merchant has solved 
the problem in a simple but satisfactory manner. 

He took an ordinary wood-packing case, cut it 
down to a convenient size and shelved it much 
as a music cabinet is shelved. He numbered the 
shelves and segregated them into sections or de- 
partments, allowing a certain number of shelves 
for men’s shoe catalogues; a certain number for 
women’s catalogues; then boys’ shoes; misses’ 
and children’s; rubbers; hosiery, findings, etc. 

He then prepared a catalogue or index divided 
in the same way. In the men’s section is listed 
all the catalogues of men’s shoes and shelf num- 
ber where the catalogue will be found. On the 
face of the catalogue is a small sticker showing 
the shelf where it belongs so that it will be re- 
turned to the proper shelf after it has been used. 

(Continued on page 111) 
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Wisconsin Retail Shoe Merchants’ Convention 
A Study of Present-Day Problems 


Prominent retail shoe merchants from all over the 
State of Wisconsin greeted J. P. Orr, president of the 
National Shoe Retailers’ Association, who was the 
principal speaker at the fifth annual convention of the 
Wisconsin Shoe Retailers’ Association in session at 
Sheboygan. The convention was called to order by 
L. L. Imig, chairman of the General Convention Com- 
mittee. The invocation was delivered by S. J. Brou- 
wer, a prominent shoe merchant of Milwaukee, and 
who was also one of the directors of the Wisconsin 
association. He implored the Deity to show the shoe 
craft, both manufacturers and retailers, the necessity 
of making and fitting shoes that will add to the com- 
fort, efficiency and well-being of the people; to devise 
lasts and methods of shoe construction based upon 
anatomical lines that will enable the wearer to be free 
from mental and physical strain, and implored mem- 
bers of the craft to look more to the upbuilding of a 
better nation and less to the present money profit. 
Mayor Herman Schuelke welcomed the merchants of 
the city, gave some of the facts showing the develop- 
ment of the city’s resources and invited the mer- 
chants to participate in the homecoming and indus- 
trial exhibit that is being staged this week. President 
William Schlaefer, in his annual message to the con- 
vention, breathed a spirit of optimism, as the future 
outlook is bright. “We have passed over the hill and 
can look forward to smoother roads ahead. Prices 
may not have reached the bottom, but rapid and radical 
decline are not to be expected. Extreme long profits 
are out of the question, but conservative merchandis- 
ing on the basis of rapid turnover, and careful atten- 
tion to needs of the buying public will surely be re- 
warded by results that will not be disappointing. We 
are here to take new courage and go back home with 
a determination of transmitting that courage and 
optimism to those with whom we come in contact.” 

Owing to the vast amount of legislation introduced 
in the Legislature of Wisconsin during the year that 
affected retail merchants, and owing to the articles 
carried in daily newspapers that cast suspicion on 
the merchants the program of the association during 
the year has necessarily been defensive rather than 
offensive, said President Schlaefer. 

“Results, however, have been quite satisfactory, and 
much has been accomplished. Shoe manufacturers 
have been convinced that privately owned retail stores 
are the proper distributive agents.” 

To back up this association, President Schlaefer 
cited the change of method of doing business of the 
Harsh & Chapline Company of Minneapolis, and read 
a quotation from a postcard sent out by this concern, 
directing consumers to go to retail stores for their 
footwear. National President J. P. Orr, in opening 
his address, said he was glad to be back in Wisconsin 
because he was born in the Badger State at Greenbay, 
and while he is now an Ohio man, he will always be a 
Wisconsin boy. President Orr recited at length the 
trials and tribulations of the national association dur- 
ing the early years of its existence. At its organiza- 
tion there were scarcely as many men present as 
there were letters in the organization title. The 





growth was small until the annual convention was 
brought to Cincinnati, and from that time forward it 
took on new life, and has grown with rapid strides. 
He paid a high tribute to Andrew C. McGowan, Presi- 
dent Emeritis of the organization, who worked untir- 
ingly for its well-being. He told of the struggles of 
association members at Washington during the early 
days of the war when price fixing and plans of brand- 
ing the cost on the bottom of shoes was thought to 
be by the War Industries Board to be the solution of 
the shoe problem. He reviewed at some length the 
McNamara bill and other similar measures that have 
been introduced into the National Congress, and simi- 
lar types of legislation that have been before various 
State Legislatures, and predicted that the end of such 
legislation was not yet at hand. The forthcoming ses- 
sions of the various State Legislatures would probably 
be flooded with even more drastic legislation than 
have yet been introduced. “I cannot predict what we 
will face next if our experience of the past few years 
means anything. There will be plenty doing. No one 
can tell just at this time what form it will take, but 
there will be something doing you can rest assured 
of that.” Referring to relationships with manufac- 
turers, he said: 

“While our relations with manufacturers are amica- 
ble and friendly, we are trying to have them realize 
that retailing is a science of its own, and that the 
manufacturers’ interests are not best served by enter- 
ing the retail field, we believe that the American shoe 
has reached its present state of perfection through 
the stimulus of keen competitive methods which the 
factory chain stores would eliminate. We do not fear 
its competition so much as we fear for the future of 
our craft. Our business will grow even as the Ameri- 
can shoe continues to advance toward perfection. It 
is for us to keep the standard of rating high—let there 
be nothing unethical or unfair in our dealings with 
manufacturers. Let us make all proper allowances for 
goods received, when we feel that he is doing the best 
he can. Let’s not quibble too much with minor, tech- 
nical defects, remembering that manufacturing isn’t 
one bed of roses. Let’s not hold a stop-watch on ship- 
ments. Let’s never cancel goods except when abso- 
lutely justified by late deliveries or definite warranted 
conditions. 

Long hours and unsatisfactory working conditions 
are not conducive to the enlistment of intelligent and 
resourceful employees within our ranks, and when we 
consider that the employee of to-day is the employer 
of to-morrow we can well realize the importance of 
securing employees of a high grade of intelligence 
and compensation. Let’s imbue ourselves further 
with the thought that we are trustees of a great 
industry and it is our duty to transmit it to our sons 
even better than we found it. We can do nothing 
better for posterity, we can do nothing better for 
ourselves, and when the day’s work is over and some- 
one else is selected to carry-on, let’s have the proud 
consciousness that we have done our best. 

Earl C. Logan, Western editor of the RECORDER, in 
discussing the topic, “What’s the future in store for 
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the retailer,” took up the question of distribution as 
being one of the vital factors in merchandising to-day. 
The closest co-operation. between merchants and the 
salesforce is absolutely imperative. Frequent con- 
ferences, a close study of conditions, a thorough knowl- 
edge of merchandise and a definitely outlined policy 
are vital factors in getting more shoes soled right. 
Frequent and careful buying and an ear to the ground, 
listening for style changes in the one direction and 
the attitude of the public in another direction in order 
that the merchant may be in touch with conditions, 
are necessary. Merchants, as a rule, have learned 
that liberality and adjustment of complaints is money 
well expended and a principle to be adhered to, but a 
method of keeping in contact with store customers is 
a necessary part of present-day merchandising because 
75 per cent of dissatisfied customers do not complain 
but simply go elsewhere to trade. A customer record 
is essential in order to keep in contact with these cus- 
tomers. A. L. Sommers, secretary of the Sheboygan 
Chamber of Commerce, talked on the power of organ- 
ized efforts. The way to build up an organization is 
to pay dues promptly, do your own part if called upon 
to act upon a committee, do it willingly and the best 
you can. If things are not run to suit you don’t 
quit, but throw yourself with all of your power into 
the organization and then you will have a chance to 
help do the things as you think they ought to be done. 

Senator Oscar Morris of Milwaukee told the mem- 
bers of the association about his experiences during 
the year as a member of the Legislature of Wisconsin. 
Senator Morris has for a number of years been affili- 
ated with the Retail Dry Goods Association and has 
been instrumental in the organization of the Wisconsin 
Federation of Retailers. 

“Out of 180 bills introduced into the Legislature 
during the year, 90 affected either directly or indirectly 
every retail merchant in the State, and several of 
them were directly aimed at the retail shoe merchant. 
Many merchants object to getting in politics because 
they fear it will have a detrimental effect on their 
business, but there must be more merchants in State 
Legislatures. If you do not get into politics you will 
get into trouble. If you do not protect your own self 
and your own interests you will find it difficult to get 
anybody else to protect your business. 

The association extended a rising vote of thanks to 
Senator Morris for the deep interest he has taken in 
behalf of the merchants during his incumbency as 
Senator. 

J. Orlebeke of Sheboygan, president of the Wis- 
consin Formation of Retailers, told the association of 
some of the reasons for the organization of the fed- 
eration and some of the things it has accomplished. 
He characterized the federation as the political wing 
of the various retail associations of the State. Its 
principal function is to handle matters which are in- 
variably placed in the hands of legislative committees, 
which generally lack power because they are not suffi- 
ciently representative of the entire retail interests. 

The merchants and the women attending the con- 
vention were entertained by the shoe manufacturers 
of Sheboygan. The three factories—the Columbia 
Shoe Co., the Jung Shoe Co., the Leverenz Shoe Co.— 
jointly furnished the entertainment, which consisted 
of a boat ride on Elkhart Lake and a sumptuous dinner 
at Siebkins Hotel at the lake. Mr. Henry Jung, in 
extending the invitation, said that nationally She- 
boygan was known as a producer of chairs, cheese and 
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children, but it is also a producer of good leather and 
good shoes. The three local factories have a combined 
output of about 2700 pairs of shoes per day, and all 
are working to capacity. Some idea of the magnitude 
of the tanning industry of Sheboygan can be visual- 
ized when it is considered that the hides of about 3900 
head of cattle are tanned daily. 

Henry Jacobs of Chicago was the first speaker at 
the Wednesday morning session. Mr. Jacobs pointed 
out the necessity of accurate accounting methods in 
shoe stores, and explained a system of stock record 
which he has worked out and which are based upon 
his own experience as a retail merchant. 

A. Jenkins of Milwaukee talked on the topic, 
“Should a Manufacturer Conduct His Own Retail 
Stores?” Mr. Jenkins said the great war has changed 
almost everything: it has changed the lives and 
thoughts of individuals, it has changed legislation, it 
has changed the map of the world, but one thing it 
has not changed is the law of self-preservation. It is 
animal nature to protect one’s self; it is human nature 
to not only do this but to insure one’s self against the 
future. There are various kinds of insurance, but the 
best business insurance for a retail merchant is to 
sell shoes bearing his own name rather than the name 
of a manufacturer. The customer looks to the mer- 
chant and not to the manufacturer for any adjustment 
of unsatisfactory merchandise. Therefore, the public 
is not protected by the name of a manufacturer on the 
pullstrap of his shoe. The retail merchant has his 
legitimate place in the system of distribution of com- 
modities; his place is not to manufacture but to dis- 
tribute to the consumer. Likewise, it is the problem 
of the manufacturer to make the commodity but not 
distribute it to the consumer. 

“Retailers should refuse to buy of manufacturers 
who own, operate or are in any way connected with 
retail stores.” 

H. 8. McIntire, editor of the Northwest Commercial 
Bulletin of Minneapolis, told the convention of a num- 
ber of different stunts that have proved successful in 
a number of stores which have come under his obser- 
vation. One merchant has obtained a lot of advertis- 
ing by having a push button at the side of the door 
and near it a little brass plate advising the passer-by 
that if he wants to see what the store looks like to 
push the button in the evening after the store is 
closed. Many people out of curiosity press the button 
and see the store brightly lighted. Another stunt 
employed by a merchant was advertising small sizes 
of women’s shoes at $1 plus the size; for maton, a 
size 21% -would cost $3.50. 

The new officers for the ensuing year are: 

President, Joseph Langenberg, Appleton; first vice- 
president, R. C. Sager, Greenbay; second vice-presi- 
dent, W. F. Gleue, Wisconsin Rapids; secretary-treas- 
urer, Harry Lucas, Milwaukee. (Directors—W. C. 
Schlaefer, Wausau; L. L. Imig, Sheboygan; A. C. 
Aglehoff, Fond du Lac; C. R. Newell, Waukesha. Di- 
rectors holding over are—Eugene Meyer, Watertown; 
A. B. Caspari, Milwaukee; Joseph Hyland, Madison; 
T. F. Cummins, Platteville; S. J. Brouwer, Milwaukee. 

Convention next year will be held in Appleton, date 
will be left to the Board of Directors. This year the 
convention was held without displays by shoe travelers. 
The question as to whether or not shoe travelers would 
have displays at the convention provoked a lively dis- 
cussion, and the matter was left in the hands of the 

(Continued on page 108) 
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Business Economics To-day 


An Address Delivered Before Wisconsin 
Shoe Retailers Association 


By WILLITS POLLOCK 


Vice-President, Second Ward Securities Co., Milwaukee, Wis. 


When a banker arises before a group of business 
men and manufacturers to discuss the present tangled 
economic situation, its causes, its remedies and what 
the future may bring forth, he reminds me of an old 
story concerning two young Southern cotton brokers. 

These young men had been in business but a very 
short time and were very much puzzled as to where 
cotton was going. Finally, to end the discussion, John 
said to his partner: “Bill, you jump on board a train 
and go up to New York. Those fellows on Wall 
Street will certainly know just what is going to hap- 
pen. They have all the money. If they don’t know, 
no one will.” Bill, accordingly, boarded the train and 
spent two hot and dusty weeks going from one place 
to another. Finally, he wired his partner an illumin- 
ating and instructive message as follows: “Dear 
John—Have interviewed everybody. Some say its go- 
ing up; some say it’s coming down. I think the same. 
Act at once. Whatever you do will be wrong.” 

This to my mind sums up the situation with which 
we are confronted. It was the opinion of everyone 
that immediately after the Armistice we would have 
a treméndous drop in price, stagnation in business 
and a dull time for a year or two. Instead of this, we 
had a short lull, followed by rapidly increasing busi- 
ness and higher prices than we had dreamed of during 
the war. Then, just about as we had thoroughly con- 
vinced ourselves that prices had reached a new per- 
manent level and that business would be done on a 
permanently higher basis, deflation struck us with a 
vengeance. We saw cotton drop from 40 to 10 cents a 
pound. Calf skins tumbled from 35 to 7 cents and 
practically all raw materials in a similar ratio. 

The thing was not unsuspected. Students of eco- 
nomics predicted it in within a month or within a 
quarter, but fairly accurately. Babson, Brookmire 
and the other statistical services advised as to what 
was coming, but every one hoped and figured that it 
would stay away just long enough to enable him 
to make a clean-up and annul the large profits attend- 
ant upon that clean-up. One of the largest tanning 
industries in the West had got its inventory to a low 
level, all in anticipation of the drop in prices. How- 
ever, business continued so good and profits so large 
that the conservative element was overruled, back the 
company went into the market just in time to take a 


discouraging loss. 
Foreign Influence Dominant 


However we look at the business situation at pres- 
ent, we must start with one fundamental thought in 
mind. The world has been through a calamity from 
which it has not as yet even begun to recover. Mil- 
lions of the best physical specimens have been killed 
or maimed. Considerable areas of the oldest produc- 
tive countries have been overrun. The industrial ma- 
chinery of others has been dislocated and crippled, 
and the usual post-bellum spirit. of unrest and dis- 
satisfaction which has always followed great struggles 


is unusually apparent. Scan the world of to-day and 
try and weigh the damage. Russia disintegrating, 
operating under a crazy system of economics, practi- 
cally out of the world commerce; France, Belgium 
and Italy suffering from the heavy losses of war; 
France financially crippled, owing to her heavy war 
expenditures of men and money and owing to heavy 
investments made in Russia; England struggling un- 
der a tremendous debt; Austria dismembered, with a 
heavy indemnity to pay; Germany with tremendously 
depreciated currency and an indemnity burden which 
must of necessity be about all she can carry. Couple 
these factors with Mexico in its disorganized condi- 
tion for the past four or five years, and the situation 
as it has been in China, Manchuria and India and 
you have a picture which does not look any too good 
for real sound immediate prosperity. 


Low Level Competition 


The one factor which is of the greatest moment in 
the world’s economic situation of to-day is this great 
group of low level countries which frankly have got 
to work or starve, with their depreciated currency and 
the competition which they are bound to force upon 
the high level countries with their larger costs and 
greater wealth. It is a well known fact that after 
1870 when Germany had exacted her tremendous in- 
demnity of practically a billion dollars in gold from 
France that France with a depreciated exchange and 
with all the advantage that it gave her in making 
prices throughout the world went through an era of 
considerable prosperity. Orders floated her way and 
she did a large business. Germany on the other hand 
was relatively stagnant until exchange conditions had 
tended to equalize themselves. 

Mr. T. C. Hatton, Chief Engineer of the Milwaukee 
Sewerage Commission, spent some time recently in 
practically all of the European countries. He came 
back with a very interesting conclusion. He stated 
that in Germany the wages of skilled mechanics had 
advanced approximately 400 per cent; in France, 
about 300 per cent; in England about 200 per cent, 
and in America only 100 per cent. It would look, 
therefore, as though America had less deflation than 
had other countries. But another factor enters in. 
French and German currency has been badly watered 
and has a very small gold reserve. The printing 
presses have been entirely too active. When we come 
to take the factor of foreign exchange into account, 
we find that these wages translated into American 
dollars at the present day would show that the Amer- 
ican skilled mechanic is getting about 80 cents an 
hour, the Englishman 60 cents, the Frenchman 30 
cents and the German mechanic 20 cents. With the 
wage cost in the skilled trades of four to one against 
us, we can see the elements of competition that are 
apt to jump over the highest tariff wall we can con- 


struct. 
(Continued on page 111) 
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PROSPECTS GOOD FOR FALL 
TRADE 


Strap Effects Are Popular 


Business in the retail shoe line has 
been a little quiet the past week or 
two, owing to the fact that summer 
buying is pretty well over and the 
public is merely replenishing its shoe 
needs at this time and taking advan- 
tage of sales. Summer stocks are 
pretty well cleaned up and mer- 
chants in general are closing out their 
odds and ends and making room for 
new goods. White shoes are still 
selling pretty well but for dressy 
wear popular favor is leaning more 
and more strongly toward black and 
brown. The patent oxford is very 
good now and a big business is an- 
ticipated on this type of shoe for 
early fall wear. All over town there 
is a lively demand for patents, in both 
oxfords and straps, also combination 
effects, and at this time it looks as 
though there would be a scarcity be- 


INCREASE IN PAIRAGE 


Cincinnati Reports Large August 
Sales and Early Fall Openings 


Business at the Cincinnati retail 
stores has held up in such satisfac- 
tory volume during August that the 
aggregate shows an increase in pair- 
age for the month thus far as against 
the same month of last year. 

The impetus afforded by the gen- 
eral clearance sale prices, which in 
many cases are exceptionally low, 
has held up the volume of business to 
such an extent that the middle of 
August found the dealers here dis- 
continuing their sales and placing 
their fall stocks on display. 

The sales have cleaned out the 
stocks in all the local stores on an 
unprecedented low point, and an early 
and profitable fall business is ex- 
pected by all the larger down tewn 
merchants. 


Convention at Cleveland 


At a meeting of the board of di- 
rectors of the Ohio Valley Retail 
Shoe Dealers’ Association held at 
Columbus the latter part of July it 


Mayor Signs “Truth in Advertising” 
Ordinance 


Mayor Neslen has signed the “Truth 
in Advertising” ordinance sponsored 
by the Advertising Club and promi- 
nent merchants. The measure has 
three distinct features. It aims to 
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Los Angeles 


fore they get fairly started. One of 
the local jobbing houses stated that 
they could not begin to supply the 
demand for a girl’s patent oxford on 
a boy’s last, 

With the popularity of the Grecian 
Sandal invading the West, one is re- 
minded that J. P. Burns, veteran shoe 
man of Los Angeles, originated a 
shoe of this type several months ago 
and copyrighted it under the name of 
“Universal Motion Picture Sandal.” 

The salesmen have all started out 
with their new fall lines, in which ox- 
fords and low cuts predominate. 
Prospects are fine for a good fall 
business, and judging from the first 
half of 1921 it will greatly exceed the 
corresponding period of the last year 
or two. It is likely that the strap ef- 
fects will vie closely with the oxford 
for a while but will make way for 
the sport styles in heavier leather 
later on. At any rate, the strap will 
continue to be extremely popular and 
salable, while for general all-around 
wear the sport oxford with low or 
military heel will be the thing. Ball 


Cincinnati 


was decided that Cleveland will be 
the city for the next convention. The 
dates for the next gathering are 
March 6, 7, 8, 1922. E. C. Clark of 
the Stone Shoe Co., Cleveland, was 
selected as chairman of the conven- 
tion committee. 

The members of the board urani- 
mously voted in favor of a recom- 
mendation sent to the board of di- 
rectors of the National expressing 
their belief that it would be wise to 
move the headquarters of the Na- 
tional from Philadelphia to Wash- 
ington. 

Tilley Is Manager 


Paul A. Tilley has assumed the 
managership of the Pohl Walkover 
store on Vine Street. Mr. Tilley 
formerly acted in the capacity of as- 
sistant manager for a number of 
years, and upon the resignation of 
Charles Hardebeck his ability was 
given recognition. His many friends 
in the trade wish him success in his 
new position. 


The Men’s Trade 


Local dealers in men’s shoes look 
for a healthy business this fall in 


Salt Lake City 


stop fraudulent advertising in a gen- 
eral way. It will try to compel deal- 
ers offering second-hand merchandise 
or any goods below “par” to state the 
facts, and not publish the price only 
with the remark that “a tremendous 
sacrifice is being made.” It also seeks 
to prevent dealers or agents from giv- 


straps, perforations, etc., will be em- 
ployed more conservatively than here- 
tofore. 

In men’s shoes the modified French 
last is proving very good. This shoe 
has an almost square toe and is 
slightly longer in the toe than the 
brogue and built flatter at the tip, 
although the whole effect is not as 
broad as the brogue. Lighter tans 
are appearing in all models. Rough 
grained leather and pebbled effects 
are good. With the men, as well as 
the women, the sport effect is an im- 
portant factor and the merchant who 
makes an effort to give real style has 
the opportunity to greatly increase 
the turnover on his men’s department. 

One of the social events of the sea- 
son was Cinderella’s Ball recently, 
when Miss Marguerite Pluard was 
crowned Cinderella and presented by 
the Examiner with the $1,000 slipper 
made of virgin California gold. Miss 
Pluard won this honor in competition 
with several thousand other contest- 
ants by having the smallest and most 
perfect foot in the Southland. 


patterns and _ lighter 
shades of tan. This does not exclude 
entirely the brogue, but it means 
fewer perforations and simpler lines 
of design. The original saddle strap 
is taboo. Brass eyelets are looked 
upon with favor for the younger men. 
Norwegian calf in black is expected 
to be in great demand. Rolled edged 
sales and heels are already found to 
be good. 


the plainer 


Personal Mention 


E. K. Woodrow, sales manager of 
the Krohn Fechheimer Co., returned 
this week from the East, where he 
had spent the past few weeks. 

Clifford Duttenhoffer, vice-presi- 
dent of the Duttenhoffer Stevens Co., 
is spending his vacation at Atlantic 
City. He is expected back at his 
desk the latter part of the month. 

W. S. Muehlenkamp, sales manager 
of the Sachs Shoe Manufacturing Co., 
is spending his vacation at Cedarpoint, 
Ohio. He was expected back at his 
desk this week. Sidney Eisman, sales 
manager of the Charles Meis Shoe 
Co., returned last week from his va- 
cation spent at Long Lake, N. Y. 


ing the impression in “liner ads’ and 
by other means that they are private 
parties. What effect, if any, this will 
have on shoe advertising here remains 
to be seen. The officers of the Ad- 
vertising Club in bringing the ordi- 
nance to the attention of the public 
(Continued on page 87) 
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Those new shoes 
youre getting in now 


Just How New Are They ? 


Pretty soon you’re going to have an “opening” of new 
fall models in women’s footwear. So is your competitor 


down the street. 


If you both bought your shoes six months ago you’re 
starting about even as far as style goes. You’ll both 
have some numbers that will “take”—and, unless you’re 
both blessed with uncanny luck, some numbers that 
aren’t quite right for present selling. 


For it was a gamble—choosing those models six months 
ago, wasn’t it? Styles can change a lot in such an in- 
terval. So can local conditions which affect the volume 
of a merchant’s business. 


But here you are—you and your competitor—starting 
even. 


‘“‘__it might have been” 


Suppose one of you—suppose you had written us when 
you first heard of the new Red Cross All Year Selling 
Plan—had accepted our offer of this modern manufac- 
turer-to-merchant service. Today you’d have it all over 
that fellow down the street! 


You might have chosen your styles as late as sixty days 
ago, picked from models developed months after he did 
his buying under the old twice-a-year arrangement. 
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Knowing then that you’d see a Red Cross Shoe salesman 
again in a short time, you could have held your invest- 
ment in stock ’way below his. Which would mean more 
capital free in your hands for purchase of fast-selling 
novelties as they come out—more working money. 


And you’d have had the Red Cross Shoe, not only the best- 
known women’s shoe in America, but a line so complete 
that from it alone all reasonable demands in women’s 
shoes of this grade can be met. Giving you the great 
advantage of concentration. 


Your opportunity for making money—well, figure it for 
yourself. Compare it with your position today. 


Then write us. Remember, this is not a seasonal plan. 
It’s what we’ve called it—an All Year Selling Plan; it 
works twelve months in the year. 


Don’t delay again; it’s costing you money 


Get now the information you put off getting a while ago. 
Without obligating you in the least our representative 
in your territory will call on you and explain the Plan 
in detail. And to illustrate how new and fresh your 
models can be when you do buy under this Plan, he’ll 
bring along samples of the last-minute, vogue-approved 
. Red Cross Shoe creations obtainable in sixty days. 


The Krohn-Fechheimer Company 
953 Dandridge St., Cincinnati, Ohio 


No. 16 in a series of advertisements on the “All Year Sell- 
ing Plan.” Watch for the next one—next week. 
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The New 


VULCO-UNIT 
END BOX TOE 


Designed for 


Soft Toe Shoes 
Golf Shoes Soft Toe Brogues 
Plain Toe Dancing Pumps 





Prevents the toe from wrinkling and gives greater comfort to the 
wearer. 


-Water-proof and Perspiration-proof 





The genuine “VULCO-UNIT” BOX TOE is made by the Beckwith Manufacturing Co. 
and is sold only by them and their authorized agents as listed here. 


Apparatus, Process and Products Patented. 


BECKWITH MANUFACTURING CO. 





z 111 SUMMER STREET sahil BOSTON, MASS. 
: G. W, KIBBY, & CO. OSCAR F. WRIGHT & OO. GRO. A. SPRINGMETER 


LUI ITTITITIITIITTITIII irr y SSURHOUEECHECREECSCCEERORURRSEROEOREUGEOREOOEEOEES! 








cemmmmmmeeeeeeeNESULAALAHUAUUEUSSUSEUEUSEUGOUGELOSUOEUOEUAEUSEUAEUAEUOUSOUSEUNOUOTSUSUSEUAEUAEUSENSEHAEDOUSAUSEEAESUENOESANGGUAELANAOTENOREAELGND 











TILE 


TI iiiiiiitiiiiitiitirililiiliii irri i iy 




















August 20, 1921 BOOT AND SHOE RECORDER 


37 








Whether we’re old or whether 
we’re young 
Comfort for us ds essential. 
The ease that Merrill € Por- 
ter’s shoes bring, 
Is surely sufficient creden- 
tial. 






















Be Protected for Fall Business on Comfort Shoes 


T will be necessary to have all lines of shoes on your shelves 

for fall business within a short time. It is getting late in 
the season to order shoes to be made up and have them in your 
store ready for disposal to your trade. Consequently there is 
only one safe course to follow on your comfort line. 


Order Merrill-Porter shoes and you will be confident of the 
quality backed by thirty-nine years’ experience in business. Do 
not wait too long, order now. 


Twenty numbers carried in stock, in widths. Send for catalog. 





No. 953—Egyptian Kid, Whole Quarter 
Folded, 12/8 Military Heel, Genuine 


No. 761—Glazed Kid, Circular Foxed Leather Cushion Inner Sole. In Stock, 


Polish, Perforated Stock Tip, 6/8 Rubber C, D and BE, 3/9. Price $3.00. 
Heel, Genuine Leather Cushion Inner No. 955—As No. 953. Glazed Kid. 
=. In Stock, D and E, 3/9. Price #3. P— vaaua Cc, D and E, 3/9. Price 


113 Munroe Street 














No. 562—Glazed Kid, ™% Foxed Pol- 
ish, Steel Arch, 14/8 Military Heel, 
Genuine Cushion Leather Inner Sole. 
No. 561—As No. 562, Stitched Tip. 
Roth —. in Stock, C, D and E, 3/9. 
Price $3.6 





No. 851—Glazed Kid, Seamless Lace, 
Combination Bunion Last, 8/8 Rubber 
eel, Genuine Leather Cushion Inner 
Sole. In Stock, D, B and EBD, 3/9. 
Price $3.25. 


MERRILL, PORTER & CO. 


LYNN, MASS. 
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VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 


Norwegian 


Veals 


One of Gallun’s specialty leath- 
ers—a_ heavy, high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. Norwegian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 


nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
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duced in two colors and black. in five colors and black. 
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GALLUN QUALITY 


Four Staunch Leathers 
Favorably Known and Universally Used 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, INC. 
H. A. ELY, Manager. 11 EAST ST., BOSTON, MASS. 


7 
| 


AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 


Spring and Summer shoes for 
men, women and_ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 


Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are s 
attractive and of the 












inti ar ded 


that can be sold at prices de 
manded by the great majority. 


fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 
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$4350 ; 


Special Mahogany (B-P) 
Kip manufactured to our 
specifications. Guaran- 
teed Counter. Grain 
Oak Insoles and 
Outsoles. 
Wingfoot 
heels. 














No. 1081—Mahogany Bal. Perforated ee ene. | 
Eyelet Line, Vamp and tip. Polo Last oe ~ Seee., f: 
(Medium Square toe English). ; SP Aeeec wn, 


BO eenn, 
“#*c2en, 


Quality shoes of latest style and 
last to retail for $5.00 are the one 
big demand of the Fall season. 


Best at the Price 
$3.50 


A Wonderful Shoe to Retail at $5.00 


A well known tanner (one of the biggest) needed business, and we were 
willing to give it to him—at a price. 

We purchased outsoles and insoles the same way, getting extraordinary 
value for our money. 

In business over fifty years, we have a great many customers who 
know us and our goods exceedingly well. This offering will be 
quickly sold, so mail your order for your needs today. Unless or- 
dered unbranded, goods will be shipped in our regular cartons and 
carry out trademark. 

Orders given attention in rotation received. Sold only in case 
lots of 12 pair each. Regular runs of sizes to select from as follows: 
Terms on these goods net cash 30 days. 

B width—6% to 10, 7 to 10, 7 to 11, 7% to 9%. 
C width—6 to 10, 6 to 11, 6% to 9, 7 to 10, 7% to 9 
D width—6 to 10, 6 to 11, 6% to 9, 7 to 10, 7% to 9 

Our salesmen are out with complete line of samples displaying 
latest novelties and styles. Write us when you want to be shown forated Tip. 
all we can do for you. Remember (B-P) shoes—Best at the Price. (atedium wide 


Beals-Pratt Shoe Mfe. Co. | 


MILWAUKEE, WISCONSIN 


No. 1080— 
Mahogany 
Blucher. _ Per- 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 











bemeees « W. BAKER SHOE CO. 


43 Classon Avenue 
BROOKLYN 


Cc. A. B. SHOE CO. 
641 Lexington Avenue 
BROOKLYN 


COHEN & FRANK CO. 
756 Stone Avenue 
BROOKLYN 


& T. COUSINS 
369 DeKalb Avenue 
BROOKLYN 


JOHN CRAMER & SON 
199 Steuben Street 
BROOKLYN 


D. H. CHANDLER SHOE CO. 


166 Livingston Street 
BROOKLYN 


BERT E. DRAKE SHOE CO. 
235 Park Avenue 
BROOKLYN 


DEGEN LIPP, INC. 
133 Floyd Street 
BROOKLYN 


ANDREW GELLER 
240 Broadway 
BROOKLYN 


A. GARSIDE & SON 
Webster & 7th Avenues 
LONG ISLAND CITY 


GRIFFIN WHITE Co. 
DeKalb & Grand Avenue 
BROOKLYN 


eee seecamean. INC. 
DeKalb Avenue 
BROOKLYN 


WM. HENNE & CoO., INC. 
957 Kent Avenue 
BROOKLYN 


R. H. HOSKINS CO. 
39 6th Street 
LONG ISLAND CITY 


HORN SHOE Co. 
145 Roebling Street 
BROOKLYN 


F. S. KAUDER SHOE CO. 
10 Leo Place 
BROOKLYN 


AMERICAN SHOE CO. 
166 Livingston Street 
BROOKLYN 


J. J. LATTEMANN SHOE 
G. CO 


MFG. ’ 
St, Edwards Place 
BROOKLYN 


MAETRICH EYRE & CO. 
242 Greene Avenue 
BROOKLYN 


I. MILLER & SONS, INC. 
1 Carlton Avenue 
BROOKLYN 


MORSE & BURT CO. 
1 Carlton Avenue 
BROOKLYN 


PINCUS & TOBIAS 
17 Lexington Avenue 
BROOKLYN 


PARISIAN SHOE CoO. 
226 Varet Street 
BROOKLYN 


PERFECT SHOE CoO. 
2941 Atlantic Avenue 
BROOKLYN 


DR. A. POSNER SHOES, INC. 
141 Roebling Street 
BROOKLYN 


ROGERS & DAVIS 
1615 East N. Y. Avenue 
BROOKLYN 


STRASSBURGER-STILES 
99 Myrtle Avenue 
BROOKLYN 


CHAS. W. STROHBECK, INC. 
309 Johnson Street 
BROOKLYN 


VOGEL-MILLER 
4th Avenue & Baltic Street 
BROOKLYN 


S. WATERBURY & SON 
232 Throop Avenue 
BROOKLYN 


S. WEIL & CO. 
379 DeKalb Avenue 
BROOKLYN 


ALGIER SHOE CoO. 
125 Broadway 
BROOKLYN 


JULIUS ALTSCHUL 
220 Varet Street 
BROOKLYN 


KOZAK & McLOUGHLIN 
14th Street & Governor Place 
LONG ISLAND CITY 
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In women’s fine shoes, excellence 
of style invariably goes hand-in- 
hand with excellence of construc- 
tion. Brooklyn-made shoes exem- 


plify this strikingly. 


They have those niceties of skilled 
shoemaking not possible in me- 
dium-grade footwear. But more 
than this, their preeminence of 
quality creates accompanying ex- 
clusiveness in style. 


It is this quality of accomplish- 
‘ ment that gives Brooklyn shoe 
manufacture its unexcelled stand- 


ing. 
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No Wonder You Can Make Big Sales 
After Buying at These Prices ! 


OU don’t need to sacrifice part of your legitimate 

margin in order to get into big volume with 
Wobst Comfort Slippers. Of course people are more 
critical now than ever, but Wobst dealers find their 
sales resistance almost nothing. And no wonder, 
when they can buy high-grade, long-wearing Com- 
fort Slippers at such low prices! 


Try this key to greater profits! Next time you sell 
a woman dress shoes have her try on a pair of 
Wobst Comfort Slippers for home wear. Their neat 
appearance, obvious durability and the solid comfort 
of their perfect fit appeal to her at once. And when 
you tell her how reasonably they are priced, an 
extra sale is made. 





No. 602 
Genuine Glazed Vici Kid Oxford 
witL Leather Insoles and Rubber 
BUND kc cedcctenesue $2.15 Net 


my trade. They seem 


Gordan, Ga. 





WHAT DEALERS SAY: 


I believe these shoes are going to make a hit with 
take well.—D. W. Biland, 


Please ship by express 18 pairs No. 602. 
I have seen offered this season.—D. Appenheim, Elmer 
Standard Shoe Stores, Los Angeles, Calif. 


No. 600 
Genuine Glazed Vici Kid Comfort 
Slippers with Leather Insoles and 
Rubber Heels ...... $1.85 Net 
No. 601—Same as No. 600, ex- 
cept with two straps.$2.00 Net 


Best values 








SEND FOR SAMPLE DOZEN TODAY 


WOBST SHOE CO. 


Vliet and 4th Sts., Milwaukee, Wis. 
IN STOCK ALWAYS 


SIZES: 2% to 8 
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Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonable, making possible 
BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 


MONARCH LEATHER ®. 


CHICAGO r 7 LINOIS. 


BOSTON - - NEW YORK CINCINNATI - - SEATTLE 
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MAKE YOUR SHOP A “FOOT PRINTS” SHOP ! 
FIT THE GROWING FOOT FROM BABY-WALK 
TO FOX TROT! 





As we grow the number will change in our 
future communications 


In Stock “F.conomy Grade” Ready to Ship 


INFANTS’ BOOTS. SIZES 4 TO 8. E WIDTH. 


No. Price Description Tip Last Heel Sole 
3114 $1.10 Patent Mat Top Button Pi. Orthopedic Outside Turn 
3414 1.00 Black Kid Button Kid Orthopedic Outside Turn 
3514 1.20  #£43Brown Kid Button Kid Orthopedic Outside Turn 
3610 1.20 Patent Button White Buck Top Pl. Orthopedic Outside Turn 
3614 1.20 Patent Brown Kid Top Button Pi. Orthopedic Outside Turn 
3616 1.10 Patent Brown Cab. Top Button Pl. Orthopedic Outside Turn 
3618 1.10 Patent Champ. Cab. Top Button Pl. Orthopedic Outside Turn 
3810 1.20 White Buck Button Pl. Orthopedic Outside Turn 


CHILD’S BOOTS. SIZES 8142 TO 11. E WIDTH. 


No. Price Description Tip Last Heel Sole 
5127 $1.85 Patent Dull Top Hi- ay Lace Tip Orthopedic % McKay 
5327 1.85 Brown Side H, C. Tip Orthopedic McKay 


MISSES’ BOOTS. SIZES 11142 TO 2. E WIDTH. 





No. Price Description Tip Last Heel Sole 
7127 $2.10 Patent Dull Top Hi-Cut Lace Tip Orthopedic % McKay 
7225 2.10 Gums Metal Dull Top H. C. Lace Tip Bnglish % McKay 
7325 2.10 Brown Side H. ©. Lace Tip English % McKay 
7327 2.10 Brown Side H. C. Lace Tip Orthopedic % McKay 


5227—Child’s Boot. Gun Metal Dull Top 


i, Heel, hicKay. a mica GROWING GIRLS’ BOOTS. SIZES 214 TO 7. E WIDTH. 
De 006006966060066000000000seu0" d on sien vsodinonnen a as ve hes 


ow Boot. Gun Metal Dull Top 

©. Lace, 11%/2, EB, Tip, Orthopedic 9325 $2.60 # £4Brown Side H. CO. Lace Imt. English % McKay 
ie % Heel, McKay. 
Price ccc ccscccccccccccccccccesccse $2.10 


CONSOLIDATED SHOE COMPANY, Inc. 


Executive Offices: Boston, Mass. Stock Dept.: Lancaster, Pa. 
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TWO JAZZY SATINS 


IN STOCK 





$3.25 





B.110—BLACK SATIN TURN |! STRAP, Half B-140—BLACK SATIN TURN | STRAP, Baby 
LXV Heel, B, C and D, 2% to 8....... $3.25 cay Ploek & €. OM te @.60555663 $3.25 
Terms, 2% 10 Days. Minimum Orders, One Dozen Pairs. 


THE ONE BIG OUTSTANDING STYLE FOR FALL IS BLACK SATIN—LOOK TO “HAN- 
NAHSONS” FOR THE NEWEST AND THE BEST—*“IN-STYLE” AND “IN-STOCK.” 


HANNAHSONS SHOE CO. 


35 WINGATE ST.. HAVERHILL,MASS., 








THE ADVANTAGES OF 

















2) 


Each Mother P erfection 


wants wear and 


comfort in the Circlettes 


shoes for’ her 


















’ 


youngsters. 


By Name and © 
by Nature 
“ HealthMakers ” 


shoes are sales 





With the Sharp Shoulder and Broad Wearing 


No. 220—Patent Leather Button 





ease Mat con cara a makers, also good Surface 

a ree m er Be eo profit makers. They don’t scratch floors They do protect 

In stock %, 8%4-11. — They don’t wear slippery They do stop uneven wear 
Goodyear Stitched Process. Samples on request They don’t drop out They do prevent runover heel 





a 2. mort sox co. || * es 


1915 Girard St. Chicago, Illinois F. W. Whitcher Co., Gizi. 
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Ht Formative 


Shoe 
for 


"i Women 








} Goodyear 
! Welt 


Style 16 
Black Kid Blucher 














No. 17—Same in Brown Kid. 
{ No. 14—Black Kid Blu. Oxf. 
No. 15—Brown Kid Blu. Oxf. 
4 


Formative Bals 


P to now we have shown you, in this space, illustrations of 
Formative Oxfords. Formative Bals constitute an equally 
strong line. 





Possessing all of the scientifically-correct features of straight 
inner-side forepart, foot-form outer-side curvature, flexible support- 
ing shank and broad low heel, Formative Bals furnish an additional 
excellent ankle support to women who need it. 








Formative Bals are graceful in appearance, attractive with any 
costume but formal, and comfortable every minute to the feet. 


Moderate in price, like every other number in the Formative line. 


Hl | 
| All Styles In Stock After Aug. 15th. 


Enterprising retailers are invited to correspond with us. 


| COTTER SHOE COMPANY 
N —- 


LYNN, MASS. 
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7 AKING your custo- 


mers into your confi- 
dence further increases 
their confidence in you. 


Go beyond the mere sale 
of a pair of shoes. Tell 
them something of the 
leather in them. 


There is one leather which 


August 20, 1921 


most people know—con- 
sequently, to say ~ that 
shoe is made of VICI 
KID” is to create an ad- 
ditional bond of confidence 


in closing a sale. 


While you are about it, you 
can also tell your customers 
that the same firm that 
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originated VICI KID over 


thirty years ago is still the 
the only one producing it 
today. 


There is only one vici kid— 
There never has been any other 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia - - - Pennsylvania 
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Another Leather Improvement 


RUBY RED 








Rec u SA 


See it in shoes—for yourself, and you will appreciate why we are 
enthusiastic about it. 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 223 W. Lake St., Chicago, Il. 
























































(ITTEMORES] 
0 U QUICK WHITE —The 
i C K finest fluid dressing for 
canvas shoes. Very 


W HITE large eller. 


MA TOP NOTCH — Unex- 
| tse KES DI RTY celled dressing for white 
i'LANVA | kid, calf, Nubuck and 
i ‘S SHOES suede leather footwear. 
CLEAN WHITE ALBO—The old reli- 
tee caichataag é able paste dressing for 
at white footwear. In the 
0 RS Eee ever ready box. 

VICKLY#°EASILy WHITE BAG POW- 
AP yP Ly D. DER—A favorite with 


© those who want results 
AL j ¥ i AAIC 
-LEANS at a touch. 


NOW is the time when 
the above specialty shoe 
dressings can be made 
to plump profits. 


SEE your jobber or 
write WHITTEMORE 
address on box illus- 
trated. 


Ask your jobber, salesman or write for complete catalogue 


—————EEESES=S=SSESESESESESES=SS=S=S=S=S===________=_============_= 
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Tony 
Bu 


igh above 


master-work 
h 


NOTHER 
by Watson, 


the usual run of novelt 


A 








ilt 


Bet- 


for quotat 


and delivery dates 


b 
° 


Gun 
id 


’ 


Made in Patent 
Red and Brown K 


to retail at ten dollars. 


ions 
in 


in Step 


ter wnte now 
with Fashion — Keep 


If you would Keep 
Touch with Watson. 





pany 
MASSACHUSETTS 


FINE WELTS EXCLU 


pene 


‘WatsonShoeCo 

















NEW YORK CITY CHICAGO SAN FRANCISCO 
: 1369 Broadway 200 South State St. Cor. Fourth and Market Sts. 
Y Ee ee commeme 1931Republic Bldg. g10-912 Pacific Bldg. 

E. M. Webster ; “J. J. Gafiin C. E. Nelson 
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“KEEPING YOUR 


The REGAL | Send foracopy of this 
— NEWPORT 


A women’s brogue 

oxford, of Russia 
calf, attractively pinked 
and perforated. The sole 
is light and flexible, and a 
Spring-Step rubber heel 
is attached. 





















Stock NCo. 8282 
















Two In-Stock Shoes 










Ready for immediate 
shipment and_ styled 
for immediate sale 









$5 


A page from the 











“Dollar Booklet.” 


Regal Shoe Company 28 SUMMER STREET Boston, Mass. 
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DOLLARS AT WORK,” 


Up 
Uy 


NN 


| 
| 
| 
} 
t 








interesting booklet The REGAL 
WEST END — 


C. This nobby foxed 
brogue is most 
certainly ultra-smart. The 
toe is soft,with a cemented 
canvas box, and the me- 
dium - weight sole has a 
square toe trim. It is 
developed in Gallun’s fine 
Russia calf; rubber heel, 
of course. 














Stock RCo. 4653 






















The Regal Shee Cogee 
268 Summer Street, Advertising Department, 
THIS COUPON Boston, Massachusetts. 
will bring a copy 
of ‘‘Keeping 
Your Dollars at 
Work’”’ to you. 






q I’d like to receive, gratis, a copy of the 
Regal “Dollar Booklet” in which are featured 
a number of your latest In-Stock style shoes. 


SeSCEHC HOS ASO SED SOKSO CSE H COMO C OH LHD OO 


P . 
eestetbereeosreseeeeeee wtGiNseeeceneeeees 





PIN THIS COUPON TO YOUR LETTERHEAD, PLEASE 
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SLAF TRANCE. 


REST CURE 








The Perfected Curative Shoes For Women 


La France “REST CURE’ shoes are an established success with most 


E have been making 

them in _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. 
La France Flexible Welts 


are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 








Carried in Stock 
Boots and Oxfords 


Finest 
Black or Brown Kid 
AA to D Widths 
Choice of Two Lasts 
as illustrated below 


Further Information on Request 








position most comfortable 
to the wearer. 

No shoe we know of com- 
bines all these important 
features. 

In selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative. com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively 


183 Essex St., Boston 


Mass. 





La France REST 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 











.__ Brown or Black Kid. 














August 20, 1921 BOOT AND SHOE RECORDER 


SIMON 


South Shore Styles 


Ready to. Ship 





AA-D 
2-8 


a 





$6.00 $5.75 
S-90 S-92 


S-92—Women’s Medium Russia 
Oxford. Miss. Bon Ton Last. 


S-90—Women'’s Medium Russia 
Oxford. Miss. Bon Ton Last. 
Ball Strap. 15/8 Heel. 


WOMEN’S CARRIED 
STYLES IN STOCK 


$5.75 
S-94 


S-94—Women's Medium Russia 
Oxford. 156 Last. Lace Stay. 
Imitation Ball Strap. 9/8 Heel. 
Rubber top lift. 


ALDEN-WALKER & WILDE 


(INCORPORATED) 
‘EAST WEYMOUTH, MASS. 


NEW YORK OFFICE: 299 BROADWAY 


| TTT HTT] 
Hill iy HT 
i} | | 


/ 
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The 
First National Bank 
of Boston 





Transacts commercial banking business of 
every nature. 


Make It Your New England Bank 





Capital, Surplus and Profits 


$37,500,000 





























| Other Boston Black- F ? 
| ing Products: Boston have ever worked in a shoe factory you will 














+ Kid and Cloth Clean- remember that Boston Blacking Company’s 
 &r,  Uniformer and dressings, polishes and finishes were used on 
Polish, Kid Dressing, . 
Black Dye, Ooze new shoes. 
Dressing, and Boston ‘ 
Dye and Polish. Now, you can obtain the same high grade 


Boston Line for your retail trade. The qual- 
ity is the same, the containers attractive, the 
price allows good profit. 


Boston White Kid Dressing, Boston Nubuck 
Powder (in bags), Boston White Canvas 
Cream and Canvas Dressing, and Boston 
White Heel and Edge Stain are popular sell- 
ers right now. 





















Ask your jobber. If he cannot supply you, 
write us. 


Boston White Kid Dressing, White Convas Dressing, Can- <j 
vas Cream ont White Heel and Edge Stain come $2.00 East Camb id M u S 
Nubuck Powder is $1.50 a doz- Jel ge ass.,U.O./4. 


@ dozen, $22.32 a@ gross. 
en, $15.00 a@ gross. 
L rw, ma — aa a ay ace hati entail prey — 











—— - . . = 
aie EE sb ——r 
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~OQUR LASTS ARE TESTED OVER 


a period of six months for their fitting 
qualities before being adopted. That is 
why dealers make quick sales in Ogden 
shoes. They fit pertectly. 


LESS TIME CONSUMED IN FITTING 


the customer and a shoe that will dive unusual com-~ 
fort and satisfaction means less selling expense and 
constant repeat business. 


CORRECT FIT, SERVICE, STYLE, TOGETHER 
with Ogden standardized manufacturing method and dealer co~ 
operation, are reasons why you should feature Ogden shoes in 
your men $s department. 













Fe shoe with 
I] 000 Ailes Sewiee- 


of such do wnright, 
it 









| The “Highlander” 
ged 


an all-season, 















| 

i} Ma ra “ the finest Scotch grain calf, 

HW} Stitched in the he el. Fu il fibre ‘inte 

| insole, out- 
co oodyear ingfoot™ 

HW} hee y “Wi ide he Aas t E. 

J Price : : $5.85 

IN STOCK FOR IMMEDIATE 

SHIPMENT 









SAC 
| Hi ghlander Style 
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LINDNER 





D 


| 


| 












































POTENTIAL CUSTOMERS 


LINDNER SHOES make complete the wardrobe of women who care 
to dress well. There are styles sufficient to meet all the needs of 


such women. In the vicinity of your store are many potential customers. 
A window-display of Lindner creations will bring them to you. 


Let a Lindner salesman point out to you the way to lively Fall business. Just wire or write 


office nearest to you. 


“Lindner Shoe Gompany 


CARLISLE PA 


LOS ANGELES NEW YORK CITY 


PHILADELPHIA BOSTON 
Angelus Hotel Marbridge Bldg., Room 454 


929 Chestnut Street 183 Essex Street 
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IN STOCK | 























15 
“The Mode” riding boot is one of the | 1-15 
“quality” products in our sport line. We 

also make “golf,” “tennis” and sport 

shoes of exclusive design, for the better Women’s Genuine -Foerderer’s Black 
trade. Vici Kid, one strap, hand turn plump 


soles, 36 pair case lots, 3-8, 4-8, 4-7, 5-8. 


No. 600 


JACOBS & THATCHER CO. | 


: ati Fin Shoes ; r ALTMAN & MINCES 
our venue an altic St. 
BROOKLYN, N. Y. CINCINNATI, OHIO 


ee 


TTT TTT Ti TTT MT TTT TOTTTTTTT TUM TnnnUen TTT TT 


Ricinenemsattbinnanmemmenenenn 





STUN 


DUSADASALGONONNALELIN 





| ; a 


USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - - Boston 
J. whee he co eed 
United Shoe Repairing Machine Co. - 
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Three Smart High-Grade Oxfords 


IN STOCK #4vana Brown kip These shoes will be quick 


sellers for late summer 
for Immediate and “a pe at . 
Shipment 


BLACK GLAZED KID 





VAN DYKE TAN CALF 











No. B 709 
IN STOCK 







All Havana brown kid 5-eyelet oxford, small per- 
forated vamp and imitation lace stay, small . per- 
forated outside tip; 14/8 Cuban heel, 7-iron white 
stitched Goodyear welt sole, No. 20 last. AA, 
4% to 8; A, 4 to 8; B and C, 3 to 8....$5.60 





No. B 711 


No. B 710 
IN STOCK Terms: IN STOCK 
Net 30 Days All Van Dyke tan calf 5 blind eyelet oxford, medium 
All black glazed kid 5-eyelet oxford, small per- punched perforated, vamp and imitation lace stay 
forated vamp and imitation lace stay, small per- and around top, perforated and pinked tip, 13/8 
Cuban_heel, 7-iron white stitched Goodyear welt 


forated outside tip. 14/8 Cuban heel, 7-iron Good- 
year welt sole, No. 20 last. AA, 4% to 8, A, 4 to sole, No. 12 last. AA, 4% to 8; A, 4 to 8; B and 
a OF aN ees e hej: Rete. $5.35 eg SF C25 ee eae $5.25 


BURROWS SHOE CO., Inc., Rochester, N. Y. 


SEND YOUR ORDER TODAY WE WILL SHIP SHOES TODAY 
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CLEANS & RECOLORS 






























ITE SH 
CaCO wre TED 
AEAvES AvELVE TY ett Feege BD 
ad Oar ron 
— THe SHOE — 
GRIFFIN 
, “- ieee  . A 5 
Griffin White Kidine mn white, ck, — ligh . pace Sees unt 
For all white kid shoes, A per- Havana brown, dark — GRIFFIN MFG.CO. 
fect white cleaner that gives a &8T@y and dark gray leans, 7-00 sasanan St 
kid glove finish softens and polishes all kid —uga— 
“ leather. Contains no injurious 
Small ee oe Gross. acids. It Mate to the leather what ONTENTS 8 0} P 
Griffin Suede Powder ihe 55 Des. co —, 8 
warge Size, $21.60 Gross. 3 oz. oad .60 Gross. 
In the pad bottom tin. Cleans $1.90 Dos, 00 Des. etn, _Seeerunnts 


and restores color and surface in- 
stantly, The pad is absolutely 
effective. In white, chamois, 
fawn, field mouse, gray fawn, 
champagne, ivory, light, medium, 


For all white shoes except kid. 
A thorough cleaner, not a white- 


The Right Shoe Dressings a wee ests 
( s $1.85 ‘Don 














dark and gray castor, light olive, $18.00 G 
1 and nigger brown, light, 5 ross, 

median and dark gray, black, Z for Summer 5 of, Size, Neck Box—$21.60 
$20.20 Gross, $1.85 Doz. / Gross, $1.90 Doz, 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. | 
67-69 MURRAY STREET NEW YORK, U. S. A. 
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CTU RUTORO ROBOT TORE, 


IN STOCK 


8021 — Men’s Tan FARM- 
WEAR, soft box cap Blucher, 
stock gusset, heavy single sole 
welt, Munson last. C, D and 
WANN 52.3. ar dciegueaa acdc $3.60 


8011—Same as 802! in 
Chocolate. B, C, D and E 
WER 555 25:6 40%. 4 RBH $3.60 


9013—Same as 8021 in 
Chocolate Elk. C, D and E 
EE Sosa diniaiaccia crea 





OGY GGG OLOGY PP LOYOO GVO VG GPL OL OVA GLO GOGO 















The highest quality of materials care- 
fully put together by skilled workmen 
upon lasts that will give comfort to 
the wearer, have given “MENZ 
EASE” and “AMERICAN BOY” 
shoes a name that ranks first in de- 
pendable and comfortable footwear. 


THE MENZIES SHOE CO. 


FOND DU LAC 





WISCONSIN 


f i kd ~ 
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REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 
‘ ; f ‘ shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 
every bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


Your customers like it because 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 


| 


DODO DOE DODO DE DO DODO VO DE DO DO VO FO FO FO FOTO FOTO TOE 


BE DE DE DE DE DE DE DE DE DUDE DEDEDE DEDEDE DE DE SESE 


AS USUAL 
CL y 9% 


‘ 
CREATIONS 
: 
: 
: 





ARE ON TOP 


Their leadership was proved at the Boston Style 
Show, where the “‘Dalco’’ Beaded Tassel came 
greatly into favor. This latest novelty is a com- 
bination of shoe button and bead tassel and is easily 
attached, the same as any button, to the shoe. It 
is made in various combinations of buttons and 
beads. 

Leading manufacturers have this latest novelty in 
their line. Be sure you call for and get the genuine 


“Dalco’’ Beaded Tassel. 











HAVERHILL, MASS. 


FOGLE FO FO FO FO FO Fe: Te 








; THE DALRYMPLE-PULSIFER CO. 
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Spring Samples Going Forward 


Between now and September 1 a 
majority of salesmen representing 
Brockton shoe manufacturing con- 
cerns will be in their various terri- 
tories with spring samples. These 
latter feature extensive showings of 
men’s and women’s oxfords in a great 
variety of patterns. Made-in-Brock- 
ton shoes, sold in all parts of the 
United States, show styles suitable to 
all localities. Salesmen covering the 
South, for instance, require different 
lasts and patterns from those wanted 
in Northern or Middle States. The 
same is true, to an extent, of Eastern 
and Far Western territory. Brock- 
ton manufacturers have prepared 
their samples with these ideas in mind. 
Merchants in all parts of the country 
may be sure that the styles shown 
by Brockton concerns for the spring 
of 1922 will be not only authoritative, 
but salable and profitable as well. 


Fall Lines in Factory Stocks 


Realizing the growing tendency on 
the part of retail shoe merchants to 
take advantage of the facilities of- 
fered by the factory in-stock depart- 
ments, Brockton shoe manufacturing 
concerns have made careful prepara- 
tions for the fall in-stock lines. By 
September 1 all in-stock goods will 
be available for immediate delivery. 
Featured in these lines will be men’s 
grain oxfords in modified brogue and 


other patterns. Women’s oxfords also - 


will be well represented in the in- 


RETAILERS HAVE HAD BIG SEA- 
SON IN WHITE SHOES 


Shoe dealers of Syracuse agree that 
this has been the biggest year in 
history for white goods. Practically 
severy store is cleared of the supply 
of white shoes. 


Claude Eaton, of Savannah, Ga., 
formerly road manager for the New- 
ark Shoe Co., has been made manager 
of the Syracuse store of the Beacon 
Shoe Co. He succeeds R. Mitchell. 


The O’Malley Co. of this city, ca- 
tering to an exclusive trade, has 
opened a shoe department. 


Brockton 


stock departments as in line with the 
season’s sales of women’s welt foot- 
wear. “Style and quality” is the 
slogan of Brockton factory in-stock 
lines. Lasts, patterns and materials 
which have been demonstrated as 
sellers are to be heavily stocked for 
the immediate convenience of custom- 
ers and the trade in general. 


Doesn’t Shine in Shoe Knowledge 


President Clarence P. Waide, of 
Stacy-Adams Co., of Brockton, recent- 
ly received a clipping from the Omaha, 
Neb., “Examiner” which indicates that 
a boot polisher doesn’t always shine 
intellectually. Thus: 

There is a new boot polisher in our 
town. He hails from Chicago, and 
one of his first customers was Fred 
Paffenrath, who wears a nifty pair 
of tans. “Say, Histah, youse from 
Chicago,” said the polisher; “those 
shoes look just like Chicago men 
wear. I dun no see many of ’em 
here.” “That’s a Stacy & Adams,” 
said Mr. Paffenrath. “Oh, yes; I 
used hang out aroun’ de State an’ 
Adams cornah,” replied the former 
Chicagoan. 


Factory Superintendents’ Outing 


The Brockton Association of Su- 
perintendents and Foremen, to the 
number of 200, held their 17th annual 
outing August 6 at Green Harbor, 
Marshfield, Mass. An old fashioned 
shore dinner was served, following 
which there were baseball games and 
other field sports. 


Syracuse 


James McElwee, president of the 
Syracuse Retail Shoe Dealers Club, 
has remodeled his store in the new 
Rosenbloom Arcade Building. 


Ernest Park of the Park-Brannock 
Co. of this city, former president of 
the New York State Shoe Retailers’ 
Association, attended a meeting of 
state officials at Rochester last week. 


The 26 Syracuse shoe dealers ‘and 
their wives who attended the Buffalo 
convention are still talking about it. 
They are high in their praise of the 
Buffalo dealers as hosts. 


Syracuse retailers look for a big 
trade in oxfords this fall, figuring 


Trade Employee’s Golden Wedding 


Mr. and Mrs. Marshall C. Porter 
of this city celebrated the 50th an- 
niversary of their marriage Aug 20. 
Mr. Porter has been for many years 
employed by the O. A. Miller Treeing 
Machine Co. A feature of the cele- 
bration was the presence of a son, 
Fred L. Porter, who is proprietor of 
a retail shoe store at St. Petersburg, 
Florida. Mr. Porter, with his wife, 
came to Brockton especially for this 
occasion. 


Shoe Manufacturer Asks Injunction 


Bion F. Reynolds, a shoe manufac- 
turer of Brockton is the plaintiff in a 
bill of equity to restrain other parties 
from using one of the Reynold’s trade 
marks, “The Bion Shoe.” A tempor- 
ary restraining injunction has been 
issued by the Court. A hearing be- 
fore a master was held Aug. 20. 


A New Composition Sole 


F. E. Jones, a Brockton man iden- 
tified with the shoe business, has per- 
fected a water-proof sole, a distinc- 
tive feature of which is a fiber and 
cork composition which is light in 
weight and will fit into the space usu- 
ally occupied by a cork filler. This 
gives a single sole the advantage of 
two soles for wear without changing 
its appearance. Patents -have been 
applied for in the United States and 
foreign countries. 


that these shoes will comprise 80 per 
cent of the fall sales. 


Shoe dealers are all planning big 
advertising campaigns this fall for 
fall and winter goods. 


Meetings of the Syracuse Shoe Re- 
tailers’ Association will be resumed 
the first Thursday in September. 


Employees of the A. E. Nettleton 
Co. held their annual picnic at Owasco 
Lake last week. About 800 attended. 


The Los Angeles Nettleton Co., 'nc., 
with a capital of $100,000, was 
formed here. Henry W. Cook, Ira 
N. Lee, and George H. Bondall, all of 
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Where to Buy 





il Women’s Shoes 











THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties. 


Write for Catalogue 














Bench Sewed Turns. Sizes 2% to 7. $1.60 











Same in Misses’ 11% to 2,.$1.50. 5% 10 days. 
SALEM SHOE CoO., Salem, w Hamp 
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BLEECKER STYLES 
Are the last word in footwear 
for etyliok women 











BOUDOIRS 
IN STOCK - 
Fine kid Boudoir 


slippers for imme- 
diate delivery, made of best material ‘-—— 
able in Black, Red, Pink, Blue and 

Order sizes or case lots. Prices, Black $13 30, 
colors $1.50. Terms 5% 10 days, net 30. 
SILVER SHOE CO., Haverhill, Mass. 
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this city, are the incorporators. The 
Rochester Nettleton Co., Inc., has also 
been formed, with a capital of $40,000. 
These concerns are to be the distribut- 
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ing organization of the A. E. Nettle- 
ton Co. Stores will be located in 
every large city where the manufac- 
turer has no agent. 


Atlanta 


ATLANTA PROSPERS 


Fifty-three Wholesale Firms Have 
Good Volume of Business 


That business, industrial and eco- 
nomic conditions are more nearly nor- 
mal in the Southeast than they have 
been since the war, is the statement 
made by the Federal Reserve Bank of 
Atlanta in its monthly business re- 
view for the sixth federal reserve 
district, that has just been issued. 

Reports from 53 wholesale firms, 
the largest in the district, indicate 
that the actual volume of goods heing 
sold is equal to or greater than the 
actual volume sold during the cor- 
responding period of one year ago. 
This report includes replies tv its 
questionnaires sent by the bank to 
many of the largest shoe wholesalers, 
and a few of the manufacturers, op- 
erating in the sixth federal reserve 
district, which includes most of the 
states of the Southeastern area. 

In Atlanta the retail shoe business 
is fairly brisk for this time of the 
year, being about on a par with busi- 
ness the same period last year. In 
the smaller towns, however, retail 
trade is still at a rather low ebb be- 
cause of the low prices still being 
paid for agricultural products. 

Preparations are going rapidly for- 
ward for the opening of the fall sea- 
son among the Atlanta dealers, and 
business the latter part of this year 
is expected to be materially better 
than it was in 1920. 


Rollins Buys the Business 


Arthur C. Rollins has purchased 
the interest of his partner in the de- 
partment store of Drake & Rollins, at 
Roswell, Ga. H. E. Drake, Mr. Rol- 
lins’ partner, has been connected with 
the business for some time. Mr. 
Rollins was formerly connected with 
Chamberlain, Johnson & Du Bose in 
Atlanta. The shoe department is one 
of the principal departments of the 
store. 


New Firm at Dublin 


With a capital stock of $10,000 Lea- 
Bailey & Adams has been organized 
and incorporated at Dublin, Ga., by 
Luke Lea, Edward Bailey and Pren- 
tice Adams, all of that city. The 
company will operate a general fur- 
nishing goods store, handling shoes, 
clothing, etc. 


New Store at Reidsville 


M. Marcus, of Reidsville, Ga., has 
leased a store building at Fitzgerald, 
Ga., and is having the building re- 
modeled to be occupied in the near 


future by the Standard Supply: Co. 
The new store will handle dry goods, 
shoes, clothing, etc., and will be opened 
the latter part of August. 


Won the Prize 


J. G. Padrick, of Churchwell’s store, 
Tifton, Ga., has been awarded one of 
the prizes in the window display con- 
test during Dr. Scholl’s Foot Com- 
fort Week held recently. Thousands 
of shoe stores all over the United 
States and Canada participated in 
the contest. James A. Gearing, of 
the Talladega Shoe & Clothing Co., 
Talladega, Ala., was also one of the 
prize winners in the same contest. 





Building a Store 


Work has been started on the new 
store building that is being construct- 
ed at Anniston, Ala., by the Sawyer 
Shoe Co., of that city. New fixtures 
will be installed throughout. The 
building will be completed and ready 
for occupancy within a month. 


In Praise of J. K. Orr 


In the first issue of a new bulletin 
service inaugurated recently by the 
Atlanta Chamber of Commerce, deal- 
ing with prominent Georgians who are 
nationally known, J. K. Orr, president 
of the J. K. Orr Shoe Co., Atlanta 
manufacturers, was among. those 
honored. Regarding Mr. Orr the 
bulletin stated: “Joseph K. Orr, manu- 
facturing genius, who has demon- 
strated that Georgians are as deft 
and sagacious as business leaders in 
any section; whose enthusiasm for 
education has given the South one of 
its finest schools, whose position as 
Grand Master of the Grand Encamp- 
ment, Knights Templar of America, 
exalts him to the highest honors of 
Masonry on the Western continent, 
began his career in Columbus, Ga.” 


New Atlanta Store 


The Watson Co. of Atlanta cloth- 
ing and shoe dealer plans to open 
a new store at 57 South Broad Street. 
This section of the city is becoming 
an important shopping district. The 
main store at the corner of Decatur 
and Pryor streets, occupied for sev- 
eral years by the company, is to be 
abandoned. 


Strictly Cash 


During the showing in Columbus, 
Ga., of the well known motion picture 
play, “Charge It,” the Miller & Tay- 
lor Shoe Co. of that city, which re- 
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cently announced a strictly cash basis 
and discontinuance of its credit de- 
partment, gave free tickets to the 
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show to the first twenty-four custom- 
ers visiting the store the day it was 
scheduled to appear at a local theater. 


Buffalo 


BUSINESS PICKING UP 
Early Opening of Season on Styles 


Although the shoe business, the 
same as other lines, has not been 
overly active here during the sum- 
mer, there are indications that it is 
picking up now. 

Many of the dealers report that 
business is most decidedly looking up. 
Many of the plants that were inac- 
tive are reopening, and with more 
money in the public’s pocket, its foot- 
wear problem will be an easier one 
to solve, and the shoe business will 
benefit accordingly. 

With the warm weather practically 
over, sales of white shoes have 
dropped off. Darker hues are now in 
demand. Dealers say there is a trend 
toward darker hues, and predict that 
Buffalo women will show a strong 
preference for dark browns and blacks 


this fall. Black oxfords are espe- 
cially in demand. 
Wholesalers’ representatives are 


looking forward to a good business. 


Many of them have already booked: 


large orders. Among those who re- 
port good business is Earl L. Moore, 
representative of Rice & Hutchins 
here. He reports the women’s Modi- 
fied Educator as having a strong run. 


New Buffalo Stores 


A number of new shoe stores and 
stores carrying a line of shoes among 
other goods have just opened or are 
about to open here. 

William Repke, formerly shoe buy- 
er at the Jahraus-Braun store, one of 
the largest of the east side depart- 
ment stores, is opening a new shoe 
store at 1021 Walden Avenue. Mr. 


Repke had been with the department 
store for eight years. 

Max Gotthelf, who already has one 
store in Seneca Street, has just opened 
another store at 31 William Street. 
He is finding a good business at the 
new place. 

S. Kaufman, who is opening a 
store at 936 Kensington Avenue, will 
carry a line of shoes as well as 
men’s furnishings. 

The Barone Clothing Corporation, 
which is opening a store at 31 Gene- 
see Street, will also have a line of 
shoes. 

A Traveler Change 


Walter P. Kinne, who has for some 
time been connected with Nathaniel 
Fisher & Co. here, will be connected 
with the Pennington-Crowell Co. 

He will travel Ohio. Mr. Kinne is 
already familiar with this territory, 
having traveled it before. He is tak- 
ing a vacation at his home in Hornell. 


HURT IN AUTO ACCIDENT 


James Burns of Buffalo in Serious 
Condition 


James Burns, assistant manager of 
the G. R. Kinney & Co., shoe store 
at 690 Main Street here, was serious- 
ly injured Aug. 9 in an auto acci- 
dent in Bailey Avenue. His skull was 
fractured at the base, and at the time 
this letter was written, it was feared 
his injury would be a mortal one. 
Mr. Burns and his fiancée, Miss 
Jennie Archie of 552 South Ogden 
Street, were riding in an auto which 
collided with another car. Mr. Burns 
had been in Buffalo for about a year, 
coming here from Erie, Pa. 


Lynn 


NEW LYNN NOVELTIES 


Moccasin Toes, Toddles, Snow Drop 
Oxfords and Shiny Shoes 


Extra latest editions of Lynn styles 
show moccasin toes, toddle shoes, 
snow drop oxfords and shiny shoes. 

Moccasin toes are adapted from an 
American Indian style. They are on 
blucher oxfords. 

Toddle oxfords, wanted on repeat 
orders, are harness buckle shoes, with 
25 cent toes and low heels. 

Snow drop oxfords are patent 
leather pumps, with white perforat- 
ed underlays on straps and quarter, 
to give a suggestion of snow drops 
on the shiny leather. 

Patent leather shoes loom up as 
best sellers of the moment, according 
to one style maker. Satins continue 


to sell. Suedes are coming along 
strong. Black has come back. 
“THE PAPOOSE” 
A New Moccasin Toe Shoe for Big 
City Maids 


Bresnahan, MacLaughlin Co. have 
a new moccasin toe shoe, which, be- 
ing light and dainty, is called “The 
Papoose.” It is pretty. 

A new combination of patterns, 
presenting a one-piece vamp and 
tongue, and a tip of the moccasin 
style, gives this shoe its distinctive 
appearance. 

Otherwise, it is a blucher oxford, 
fastening with straps, and small 
buckles. It has a_ flexible, close 
trimmed forepart; and a wood heel. 

Mr. MacLaughlin, recently returned 
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WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 
Bessens bab Limocts Berees 








Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 
MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 

























E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 
Haverhill, Man 
—. 
267 Essex St. meezis 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Promptly An- 

swered, 

Samples on Request. 
Felstiner-O’Connell 
hoe Co., Inc, 

41 Washington St. 
Haverhill, Mass. 

Boston Office, 207 Essex St., Room 206 


























Women’s Turn 
Slippers 
276 River St., Haverhill, Masa, 


Boston Office 
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509-329 JOHNSON ST. 
BROOKLYN, NN 
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Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 








waHarding Shoe Co., Inc.am, 


Makers of Women’s Turn Shoes Specialieing 
in Hig 


h Grade Novelties 
NEW YORK BOSTON 
D. F. Mellen 139 Lincoln St. 
Bernard L, Durgin 
Factory 


lms Haverhill, Mass. quem 





WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, and 
production is “hitting on high.’’ The high-qual- 
ity standard will be better maintained than ever 


before. 
* TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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from a campaign among big cities, 
reports sales of patent leather shoes, 
and prospects of suedes selling better 
than a year ago. 

By the way, the new “papoose 
shoes” are made of patent and dull 
calf leathers. Suede “papooses,” 
now in the sample making, will give 
another Indian touch of styles, for 
suede is like the buckskin that the 
Indians wore. 


SOME WATSON SHOES 


Toddles and Walkers, and Some New 
Boots 


“Watson’s Toddle is a winner.” 
Which is “Ed” Hyde’s verdict. Never 
did the firm use so many buckles be- 
fore. 

Walkers are welted oxfords, to be 
worn with sport hosiery. Round or 
rolled edges tone up these shoes. A 
round edge is round, like a section of 
a lead pencil. 

One round edge is white, fair 
stitched, has a natural welt, an ivory 
white slip sole, and a natural leather 
outsole. Pretty classy edge work! 

Another Walker has a _ double 
stitched edge. Two rows of white 
stitching appear on the edge. 

By the way, the firm has it from 
some customers that new sport hose, 
of silk and wool, will be offered at 
popular prices the coming season. It 
won’t scratch, or itch, and it will fit. 
If it becomes popular, Toddles and 
Walkers will sell also. 

Incidentally, Fred Cloutman, on the 
road, is testing out boots. 


NEWS OF PATTERNS 


Apron Oxfords and a Profusien of 
Strap Patterns 


Sanborn, of Lynn, Inc., are making 
models of patterns at the rate of 
100 a week. Which fact helps to ex- 
plain the variety of shoe styles. 

Apron oxfords are mong the newest 
patterns. On the blucher wings of 
each shoe is a little apron, and to the 
apron straps are attached, and the 
straps fasten the shoes with buckles. 
Perforations of the quarter ‘corre- 
spond to the shape of the apron. 

About 80 per cent of the Sanborn 
patterns call for strap style shoes. 
Three straps predominate. One, two 
and four strap styles also are made. 
Straps are % wide. 
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A record production of patterns is 
maintained, and the firm says that 
pretty shoes_zjll be wanted as long 
as women’s feet are in as full view 
as their faces. 


Custom Order Moccasins 


Collyer Moccasin Co., Lynn, is mak- 
ing moccasins on custom orders. A 
pale face shoemaker makes these 
moccasins, using wax ends and awls, 
like an old-time cordwainer. Styles 
range from the simple mocassins, such 
as the Indian wore, to the complex 
moccasins, such as sportsmen of to- 
day wear when they go hunting or 
fishing in the woods. 


BUCKLES FEW 


Buyers of Strap Styles Better Make 
Up Their Orders 


Buckles are getting few and far 
between in the markets, and some 
makers of best styles of buckles have 
difficulty in keeping up with their 
orders. Lynn manufacturers have, 
generally speaking, a fair supply on 
hand, but buckle men are advising 
them to get in additional orders 
early. 

Consequently Lynn manufacturers 
are advising customers to get in their 
orders for buckle shoes early. Buckle 
shoes, by the way, are a best selling 
style. 


WALKING OXFORDS 


Soft Toes and Solid Leather Heels 
Are Features 


Harney, Tracey, Crehan Co. are 
making a strong line of walking ox- 
fords for fall. Of Scotch grain, dull 
calf and patent leather many of them 
are made. 

Soft toes, close trimmed edges, and 
solid leather heels are features. They 
are built for comfort and wear. 


Novelty Cartons 


Russell Moulton, of Littlefield, 
Moulton Co., the box makers, says 
that novelty cartons have evidently 
come to stay. They cost more to make 
than staple cartons, but a pair of 
shoes in an attractive carton sells 
better than a pair in a plain carton, 
just the same as candy in a pretty 
box sells better than candy in a plain 
bag. 


Haverhill 


NEW SHOE MANUFACTURING 
CORPORATION 


Succeeding the recently retired con- 
cern of G. B. Leavitt & Co. is G. B. 
Leavitt, Inc. The corporation is 
formed under Massachusetts laws for 
the manufacture of women’s McKay 
footwear. The stock and equipment 
of the former company and lease of 
the factory on Duncan Street have been 
secured and the new company will 


* pairs. 


begin operations immediately. The 
plant has a daily capacity of 5000 
The officers are: Frederick B. 
Liberty, president, and George B. 
Leavitt, treasurer. These, with Fred 
C. Curtis, are the directors. Lawrence 
L. Woodbury is director of sales. 
President Liberty of the new concern 
has been until recently executive man- 
ager of the Haverhill Shoe Manufac- 
turers’ Association. He resigned this 
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position to re-enter the shoe manufac- 
turing business. 


Shortage of Stitchers 


The additional work required in the 
fitting rooms of local factories making 
women’s footwear is reflected in the 
shortage of stitchers. This condition 
has prevailed for a considerable time, 
and seems likely to continue. How- 
ever, Haverhill concerns are daily 
making gains in this regard. Stitch- 
ing schools have been opened in vari- 
ous localities as a means of relieving 
existing conditions. 


Leather Company Dissolves 
Partnership 


The Wilner & Kalafa Leather Co. 
has been dissolved, Morris Kalafa 
withdrawing. This firm will continue 
business under the name of the Wil- 
ner Leather Co., removing to Marl- 
boro, Mass., where a factory location 
has been secured for the production 
of shoe trimmings. 


Sudden Death of Former Trade 
Member 


James S. Sumner, formerly engaged 
in the manufacture of shoe counters 
in Haverhill, died recently in Pasa- 
dena, Cal. While waiting for a street 
ear he suddenly expired. He was 
84 years of age and had lived the 
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larger part of his life in Haverhill. 
He was one of the pioneers in the lo- 
cal cut sole and counter manufactur- 
ing, in which he was engaged for 
nearly 50 years. He retired about 
ten years ago and since then had 
lived in Southern California. He 
leaves two sons, Charles P., engaged 
in the counter business at Haverhill, 
and Arthur, in the same line at Lynn. 
Seeking Factory Location 

E. L, Thomas Shoe Co., manufac- 
turers of women’s McKays, are seek- 
ing a new location. They have under 
consideration several shoe centers. 
One of these will be utilized on the 
expiration of their lease in one of the 
Essex Street cement buildings in this 
city. 

Now With J. H. Winchell & Co. 

F. C. Cook, for the past twelve years 
associated with W. H. McElwain Co., 
has joined the staff of J. H. Winchell 
& Co. of this city. He will travel with 
that concern’s line of men’s welt shoes. 


Concern Increases Capital 

W. S. Bray & Son, Inc., leather 
manufacturers, have increased their 
capital to $155,000. This concern re- 
cently located in the new Witherell 
& Dobbins Co. factory, where they 
are planning to increase their busi- 
ness. 


New York 


SEASON OF CLEARANCE 
White Shoes Continue Good 


Retail shoe conditions in New York 
did not improve during the second 
week in August, but this was as ex- 
pected. Merchants contented them- 
selves with clearing out the remainder 
of their summer stocks, and some 
exceptionally low prices were reg- 
istered for broken lots. The public, 
according to most retailers appears 
to be in a passive mood, and is buy- 
ing sparingly, even at the bargain 
prices at which shoes are offered. 
One of the features of the present 
business is the sustained demand for 
white shoes, even this late in the 
season. 

Although the clearance sales are 
being continued longer than usual, 
the retailers appear to be clearing 
their stocks well. As far as can be 
learned the retailers will carry over 
little or nothing into the new season, 
although with low shoes figured as the 
best bet for fall, some of the staple 
numbers are being reordered for early 
fall selling. 


NOVELTIES IN DEMAND 
New Materials Find Favor 


So far no big showing of fall styles 
has occurred among the retailers here. 
Some of them have new patterns in 
stock which they place on display 
around the first of September. A few 
late models in patent leather are being 


sold and the American broadtail shoes, 
which have been put in stock by sev- 
eral of the Fifth Avenue shoe stores 
and practically all of the Avenue de- 
partment stores and specialty shops 
are attracting considerable attention. 
Franklin Simon & Co., according to 
Mr. Howard, assistant manager of 
the women’s shoe department, are do- 
ing a good business on these shoes 
which presages a strong demand later 
on in the season. 

The manufacturers of the Ameri- 
can broadtail or “Fur-Ever” shoes 
have brought out a “Sally” sandal 
model, in which the front strap, cross 
straps and collar are of patent leather. 
The decoration down the vamp is of 
the overlay, rather than the cut out 
pattern. The pump fastens with 
buckles on the three straps. : 

Other new models are being planned 
and for spring the company will bring 
out sport models in welt sole shoes. 


PUBLIC CURIOUS ON PRICE 


Protest Values Even When Shown 
Costs 


New York retailers are suffering 
from a new agitation among some of 
the prominent women in town who 
have declared they will not make pur- 
chases from retail stores until prices 
of commodities are further reduced 
at retail. Among these women is the 
wife of a prominent Wall Street bank- 
er, the head of one of the best known 
banks in the country. She recently 
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Men’s Shoes 


PULLMAN TRAVELING SLI 
better"than ever in Quality and fit 
Originatorzowners of 7iade Mork Pullman’ 
DULL CABERETIA $162 a doz. 
GLAZED KIT $162 
Colorr Black and Brown 
full sizes 3 toll in Stock 
M. GUSTIN CO. 
wid St. New York 
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BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 
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REECE ones ¢ COMPANY 
Columbus, Nebraska, U. S A. 
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CO-OPERATIVE SHOE 
FOR MEN 


Carried in stock at 11 South Street, 
Boston. 


Brockton Co-operative Boot & Shoe 





Co. 
Factory—Brockton, Mass. 








Stock Dept. 5 <% 
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THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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entered one of the best known ex- 
clusive shoe shops on Fifth Avenue 
and demanded to see the head of the 
house. 

“I went down to see her,” said the 
owner of the store, “and she pro- 
tested volubly against paying $21 for 
a pair of shoes which had been shown 
her. She insisted that the shoes were 
not worth that much. I replied that 
to save an argument I would agree 
with her, and then asked her what I 
could do about it. She asserted that 
I should sell them cheaper. I retorted 
that this was impossible. I then 
asked her what she knew about mer- 
chandising shoes. She replied that 
she knew nothing about it. Then I 
asked her what her husband knew 
about: finance, to which she replied 
that he knew a great deal about that 
subject. In the end I offered to show 
her husband my books and my bal- 
ance sheet and to let him decide if 
I were charging too much for the 
shoes.” 

This man, who has the interest of 
the shoe trade at heart feels that the 
Federal Trade Commission’s report on 
shoes last April has dealt the retail 
trade a heavy blow from which it 
has not yet recovered. He suggested 
an investigation of the shoe re- 
tail trade of the country by the Fed- 
eral Trade Commission from a finan- 
cial standpoint. 


ADDITION TO TANNERY 
Barnet Leather Co. Invite the Trade 


An interesting commentary on busi- 
ness progress is seen in this. 

“We announce with pleasure, that 
the newly completed addition to our 
tanneries at Little Falls, N. Y., is 
now in full operation. Our present 
output consisting exclusively of high 
grade calf leathers, represented by 
our well-known brands, with which 
the trade is so familiar, is according- 
ly considerably increased. 

“We now possess one of the largest 
colored calfskin tanneries in the world 
and are in a position to execute or- 
ders promptly. It would afford us 
great pleasure to show our plant to 
you, if you will honor us with a visit.” 


SALLY SANDALS SELLING 


New Slipper in Patent Leather 
Popular 


The “Sally” sandal in patent leather 
is still holding front rank in style 
here, and many retailers who are keen 
on style feel that it will carry through 
until cold weather. The covered 
Cuban 10/8 heel is extremely popular 
in this style, and leads all others in 
sales, according to several retailers. 
The fact that these sandals are be- 
ing offered as low as $7 and $8 by 
department stores apparently has not 
cut into the business of the higher 
class shops who are still selling them 
at from $12 to $14. 
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Some Clearance Figures 


Cammeyers’, Thirty-fourth Street 
store, is closing out some of its broken 
sizes in summer shoes at $4.95. 
James McCreery & Co. are offering 
summer shoes at $3.95 and $5.95. The 
six Signet stores, selling Rice & Hut- 
chins shoes, are running a sale at a 
flat price of $5.85. 


FORM A MUTUAL AID SOCIETY 


The Van Hart Sales Force Hold First 
Outing 


The Van Hart Shoe Co., New York, 
recently treated its employees and 
their families to a gala day’s outing. 
The private owned yacht “Vincent” 
left Simpson’s dock on Sunday morn- 
ing and proceeded up the Hudson to 
Forest Grove Park, which is situated 
in the heart of the Hudson Valley. 

The afternoon was spent with a 
game of baseball of which Van Hart 
was the victor by a close score of 6-5. 
The battery for Van Hart was J. Dil- 
lon, pitching, and E. Eubank, catching. 

The athletic games were the feature 
of the day. David Horn, a veteran 
of the World War, captured the tro- 
phy by his ability as an all around 
athlete. The three legged race was a 
comedy in itself, the prize for this 
being captured by Dr. L. Lewy and 
his brother, Dr. S. Lewy. Mrs. Yates 
won the 50 yard dash. She beat her 
opponent by a hair. Some say her 
success was due to a misplaced switch. 
George Vanderporten, Jr., was an 
easy winner in the 50 yard dash which 
was arranged for the kiddies. George 
Barret captured the standing broad 
jump, missing the world’s record by 
inches. 

The outcome of this outing was the 
formation of the Van Hart Mutual 
Aid Society, with Mr. George Vander- 
porten, Sr., president, and a hearty 
vote of thanks was tendered Mr. 
George Vanderporten for his gen- 
erosity. 


ACTIVITY IN BROOKLYN 
Style Shoes Are Nationally in Demand 


Getting out the fall orders already 
placed is engaging the attention of 
the women’s shoe manufacturers in 
this district, to the exclusion of al- 
most everything else. Most of the 
factories here are running as near 
capacity as it is possible to run on 
the present styles of shoes. Delays 
in the fitting rooms are still prevalent, 
and are a source of worriment to many 
manufacturers who fear that because 
of delays in delivery cancellations 
may come in. So far this season 
there have been comparatively few 
cancellations, due principally, the 
manufacturers feel, to fhe sparing 
manner in which retailers have placed 
their fall orders. 

The manufacturers report buying a 
little light at present, but, because of 

ithe hand-to-mouth policy in which 


**most retailers operate at present, an- 
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ticipate many re-orders and new or- 
ders throughout the season. 

Most of the manufacturers expect 
to send their men on the road again 
in the near future, and prospects of 
a good business on the road appear 
large at present. From all indications 
prices have been well stabilized for 
the present, and the manufacturers 
anticipate no more changes this sea- 
son. Some complaints of a stiffening 
of the leather market are heard, but 
so far this has had little or no effect 
upon the price of Brooklyn made 
shoes. 

Straps First—Then Oxfords 

There is little indication of any rad- 
ical style change in the near future, 
according to officials of the George W. 
Baker Shoe Co., who says that strap- 
ped models and oxfords continue to 
lead in orders. 

Some of the manufacturers report 
an increase in orders for shoes carry- 
ing Spanish heels, while others see the 
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covered Cuban heel gaining in pgpu- 
larity. Altogether Brooklyn has not 
seen so many different patterns and 
such a diversity in heel types for 
many seasons. In fact, some of the 
veteran manufacturers insist that 
styles at present are more diversified 
than ever before, and that no particu- 
lar style is the reigning favorite. 


Three Strap Center Buckles 


The I. Miller & Sons organization 
reports heavy sales of the three 
strapped center buckle pump, par- 
ticularly in black patent leather. Or- 
ders for plain black kid oxfords also 
have been taken in good quantity by 
this house. 


Specialty Shoes Active 


The Morse & Burt factory is run- 
ning at top speed on Cantilever shoes, 
and is unable to catch up with or- 
ders on hand. Business so far this 
season is far in excess of any previous 
season according to Ray Morse. 


Western News Letters 


Continued from page 53 


by paid advertisements in the press 
conclude one of their announcements 
by saying: 

“What to do— 

“In any case where you feel that 
the merchandise, stocks or service 
you buy from any Salt Lake merchant 
is not as represented in their adver- 
tising, please make your complaint in 
writing and mail to ‘Secretary of the 
Advertising Club,’ Salt Lake City. All 
complaints will be handled promptly 
in order received.” 


Nearly everyone seems to think that 
brown or tan shoes will be popular 
here this fall, though one or two are 
of opinion blacks will run them 
pretty close. It would seem at this 
writing that oxfords are going to be 
in demand among the men as well as 
the women buyers, though here, again, 
there is a_ difference of opinion. 
Whites will soon be cleaned up for 
this season. 


bought 1700 pairs of men’s Crossett 
shoes for its August sale. They 
are high shoes and a large propor- 
tion will be tans. The price will be 
$5. Mr. Brown, manager of the men’s 
department of the company, said or- 
dinarily his firm tries to have three 
leading prices, $5.85, $7.85 and $10. 
This sale will be watched with in- 
terest. 


T. P. Hunter, head of the shoe de- 
partment of Walker Bros., has gone to 
the Coast for a vacation. E. E. 
Speicher, owner and manager of 
Speicher’s Economy Shoe Shop, has 
also gone to the Coast, but on a busi- 
ness trip. 


The shoe business is holding its own 
here, despite the economic depression, 
which would seem to be the greatest 
in years, judging by unemployment. 
It is rather quiet just now, but very 
little, if any, quieter than is usual 
for August. 


Cleveland 


The Hirschmann Shoe Co. has 
E. E. Frey, vice-president and 


treasurer of The Stone Shoe Co., and 
also manager and buyer of the men’s 
department of that store, spent the 
last week in July in New York and 
Boston. He found business conditions 
in both cities about as they are in 
Cleveland, the volume of business in 
the stores varying with the keenness 
and merchandising shrewdness of the 
proprietors and managers. 

Men in Boston and New York, like 
those in this city, are of the opinion 
that business will gradually improve. 
Wherever he went, Mr. Frey found a 
hopeful, optimistic tone. 


As to the business in the men’s de- 
partment of The Stone Shoe Co., Mr 
Frey said that the spring and summer 
had been exceedingly good, and that 
he anticipated excellent business next 
fall. 

While in the East he looked over 
samples in the Boston market and he 
did some purchasing for his store. He 
is banking heavily on large sales of 
oxfords early in the season. Brogue 
is a model that he expects to go es- 
pecially well in men’s goods. Patent 
leathers also are regarded as good 
for the fall trade. 

One of the features of the fall 
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trade is expected to be the rolled 
soles. The Stone Shoe Co., had the 
model on exhibition in its show win- 
dow the first week of July and the 
volume of business on the first day 
of the display exceeded expectations, 
the exhibit attracting considerable at- 
tention. 

Tan and black Scotch grains in both 
high and low shoes are regarded with 
especial favor by Mr. Frey and he ex- 
pects them to be popular with the fall 
trade. 


C. K. Chisholm, nationally known to 
the trade and one of the owners of a 
number of retail stores, is another 
Clevelander who is gratified at the 
volume of business done in the spring 
and summer. 

“Spring trade was wonderful and it 
was sustained through the summer 
months,” said Mr. Chisholm. While 
he would not offer a definite predic- 
tion as to fall, he did say that ke saw 
no signs ahead that warranted a pre- 
diction that trade would decline dur- 
ing September, October and Novem- 
ber. On the other hand he said there 
was plenty of evidence in increased 
freight transportation, and the open- 
ing of steel mills that have been idle, 
to warrant the belief that buying in 
the fall will be on a larger scale than 
it has been in the spring and summer. 

Mr. Chisholm was largely responsi- 
ble for the decision to hold the next 
annual convention of the Ohio Valley 
Retail Shoe Dealers’ Association in 
this city next March. He formerly 
was president of the organization and 
during his administration the body 
grew greatly in numbers and in influ- 
ence. While it is too early for the form- 
ulation of a program for the enter- 
tainment and education of delegates, 
that work will be started in the fall 
with a view to providing something 
notable. 


Low Shoes or Boots? 


Cleveland merchants are banking 
heavily on a good sale of low shoes 
early in the fall season. They seem 
to be convinced that there will be an 
unusually strong demand next fall for 
low models and are buying largely on 
this prediction. 

Patent leather oxfords in fancy de- 
signs, with artistic perforations and 
stitches showing, also are regarded 
with favor by the average Cleveland 
merchant. 

Of course high shoes will be sold in 
Cleveland, but not so many pairs as 
has been the average in the early sea- 
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son. Sales of high shoes are expected 
to pick up later in the fall when the 
frosts come and the temperature 
drops. 


Belief in Galoshes 


There are managers of shoe stores 
here who are again banking on a 
strong demand for the galosh, in 
this city at least, during the coming 
winter months. 

These men are going on the theory 
that there is to be a long and cold 
winter. Last winter was an extremely 
warm one, but despite that sales of 
galoshes were large. The summer 
of 1920 was cold, while the one of the 
present year has been extremely hot. 
The prognosticators are prophesying 
that this means a cold winter, with 
galoshes holding the popularity they 
have enjoyed in this city for two 
seasons. = 

At the Linder & Coy and Taylor 
stores they are banking on the ga- 
loshes for another good run next 
winter. 


Walter Synenberg, proprietor of 
the Prospect Mark, returned home 
Aug. 1, after spending nearly a week 
in Chicago, where he was getting a 
line on business conditions in that 
city. He also talked to friends there 
about what models are going to sell 
in the fall and winter. Mr. Synen- 
berg is another Cleveland merchant 
who looks for a big demand for low 
shoes, with oxfords in tan and black 
the big sellers. Patent leathers also 
are regarded with favor by him. The 
Scotch grains are another model that 
are expected to go big. 





Endicott-Johnson Store Sold 


The Endicott-Johnson Corporation 
retail store at 418 Summit Street, To- 
ledo, has been purchased by Elmer L. 
Volkmer of Cleveland. This sale is 
in accordance with the policy of the 
corporation to withdraw from the re- 
tail shoe business. Mr. Volkmer has 
a five year lease on the store quarters. 
A $50,000 stock of men’s, women’s 
and children’s shoes as well as all 
fixtures was acquired by Mr. Volk- 
mer. A large clearing sale will soon 
be in progress and the early fall will 
find the shelves well stocked with 
new goods. 

The new owner will specialize on 
$5 shoes, for which he has found a 
great demand in both his Euclid 
Avenue and Superior Avenue stores 
of this city. 


Des Moines 


RETAILERS OPTIMISTIC 
Post-Season Quiet Follows Successful 
Summer Sales 


Conditions throughout the retail 
trade in the city are reported as quiet 
during the past week. All merchants 


say that they have cleared their 
shelves of summer stock in a very 
successful manner and the fresh fall 
stock, of which shipments are being 
received daily, is already beginning 
to sell well. So far as the fall sea- 
son is concerned, those who can judge 
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best say that there will be a heavy 
sale of fall footwear in this section 
of the country. Mostly low cuts will 
be sold for fall wear but winter will 
see high boots in the majority again. 





New Display Window 

The Douglas Shoe Co., which lately 
moved its westside branch to 317 Sixth 
Avenue, has just finished putting in 
fine new show windows. The store 
has a center entrance with display 
windows on each side which gives 
much more space than was had be- 
fore and makes it very much more 
attractive. The floor and side wall 
are made of dark stained walnut. The 
store is completely finished and is 
one of the most attractive shoe stores 
in the city. 


Shoe Buyer Gives Opinion 

In an interview with Mr. Jack Cor- 
coran, buyer of the Panor Shoe Com- 
pany, which operates over twenty shoe 
stores throughout the Middle West, 
he said, “The people want to pay from 
$6.00 to $10.00 for shoes now, where 
they were paying and wanted shoes at 
$10.00 to $18.00 last year. At the same 
time they want good quality and style. 
To the merchant who has combined 
these qualities in his fall stock, busi- 
ness is assured. The merchant who 
has already received his new fall 
stock and whose prices are right is 
now doing a good business. The pub- 
lic is sick of sales, and bargain an- 
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nouncements of any kind are not 
drawing the crowds at all. Fall mer- 
chandise is arriving every day and 
the fresh stock is selling readily, 
though the month of August is always 
a quiet month, this year proving no 
exception to the general rule. Our own 
business has been very good all sum- 
mer and we expect a heavy fall 
trade.” 


New Advertising Scheme 


The Family Shoe Store used a very 
unusual and effective method of draw- 
ing sales during the past week-end. 
With every pair of shoes sold out 
of their regular stock at sale prices, 
another pair of shoes, of which there 
were 500 pairs of this special lot, 
was given away absolutely free. The 
sale was initiated with the idea of 
getting the big Friday and Saturday 
crowds. 


Wiltsey Brothers Open 

The formal opening of Des Moines’ 
newest fashionable shoe store took 
place August 6. The new store is 
being operated by two brothers, E. C. 
Wiltsey, formerly with Younker Bros., 
and A. S. Wiltsey, formerly with the 
Slade Shoe Shop. The new store is 
located at Seventh and Locust and 
has display windows and entrances 
on both Locust and Seventh streets. 
They have obtained the agency for the 
Stetson, “Arch Preserver” and “Cou- 
sins” shoes. 


Milwaukee 


The quietude usual in the retail 
shoe trade during the middle of Au- 
gust was far less pronounced this 
year than ever before, even in the 
boom days of the war period. This 
was due to a number of causes. In- 
terest in the new fall styles came 
into evidence much earlier than usual, 
and while dealers as a rule have not 
been anxious to push these lines un- 
til they rid their shelves of summer 
merchandise, there has been an in- 
sistent call for the fresh stocks. The 
process of eliminating broken lots and 
left-overs of typicak summer goods 
by carrying clearing sales forward, 
gave the trade a stimulus. Liberal 
cuts have been made in prices for these 
occasions but generally the reduc- 
tions have not been so drastic as it 
was deemed necessary to make last 
year at this time. 
~ The call for boots is so very lim- 
ited, even considering the early date, 
that it already seems certain that the 
trade was correct in banking on a 
continuation of the low cut as the 


most popular class of merchandise for! 


fall and winter. About the only boots 
sold are to women along in years or 
those customers who buy their entire 
supply for the season at one time and 
include one or two pairs of high cuts 
with the assortment of pumps and 
oxfords. The slow movement of boots 





has induced a considerable number of 
dealers to have part of their high cut 
stocks reworked into low cuts. This 
is particularly true of patent leather 
boots with cloth or leather tops in 
other colors. 

The manufacturing situation is re- 
garded as favorable since orders are 
not now entirely for immediate ship- 
ment. The bulk of new business, of 
course, is for prompt delivery, but 
dealers are not so much inclined to 
stay away from buying forward, espe- 
cially since most factories of neces- 
sity must delay deliveries beyond 
quick or prompt dates because of the 
pressure of orders. While individual 
orders remain much smaller than in 
more nearly normal times, the tend- 
ency is toward heavier buying in an- 
ticipation of a steadily improving call. 

Periodic summaries of employment 
conditions issued by the Industrial 
Commission of Wisconsin, and federal 
service bulletins as well, comment 
regularly upon the relatively healthy 
state of the shoe and textile indus- 
tries. An exceptionally good record 


‘has been made by these trades in the 


matter of increasing production and 
re-employing male and female work- 
ers. As a rule the spurt made earlier 
in the summer when fall orders com- 
menced to come in is being sustained, 
and besides a good many factories 
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have been able to add more workers 
steadily. 

Milwaukee was unusually well rep- 
resented at the fifth annual conven- 
tion of the Wisconsin Retail Shoe 
Dealers’ Association, which was held 
at Sheboygan on August 9 and 10 and 
is reviewed on other pages of this is- 
sue. The Milwaukee association made 
it a point to send the largest delega- 
tion possible as an appreciation of 
the support received from upstate 
dealers on the occasion of the great 
national convention held in Milwaukee 
last January. Reports the local deal- 
ers brought back from Sheboygan in- 
dicate that it was one of the most 
interesting and instructive State gath- 
erings yet held in Wisconsin. 

The Wisconsin State fair at Mil- 
waukee week after next is expected 
to bring to the metropolis the usual 
large crowd of people from the in- 
terior, who make this the occasion of 
their annual fall shopping. This is 
the seventy-first annual fair and is 
regarded as one of the greatest agri- 
cultural and industrial expositions in 
the country. All downtown merchants 
will dress up their places of business 
to supplement general decorations on 
the streets. Most retail stores will 
date their fall openings for the week 
of the fair, which is August 29 to 
September 3. 

Bruno P. Beck, one of the leading 
retail shoe merchants of Jefferson, 
Wis., has acquired the building at 
Main and Racine streets and will re- 
place it with a handsome two-story 
structure, combining a store and 
apartment for his family. The build- 
ing will be ready about Oct. 1. Mr. 
Beck intends to install new equip- 
ment throughout and will carry a con- 
siderably larger stock than in his 
present store. 

A. Kaller, who for several years 
conducted two stores on Grand Ave- 
nue in Milwaukee under the name of 
“Style Shoe Shop,” making disposi- 
tion a short time ago, will re-engage 
in the shoe business at 1266 Kinnick- 
innic Avenue, in Bay View, a large 
industrial section in the southeastern 
corner of the city, where he was born 
and reared. Mr. Kaller will feature 
men’s and women’s footwear and will 
make a feature of scientific fitting, 
he being a graduate of the American 
School of Practipedics. 

Thirty-five traveling representa- 
tives of the Menzies Shoe Co. of Fond 
du Lac., Wis., gathered at the fac- 
tory during the first week in August 
for the semi-annual sales conference, 
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following which they started cut on 
scouting trips for cleaning up fall 
business and looking over the ground 
for spring trade. 

H. Borenstein of Waukesha, Wis., 
for the past year conducting an elec- 
tric shoe repair shop at 816 Clinion 
Street, has purchased the Schoner 
Building, at 352 Main Street. It will 
be remodeled for occupancy about Oct. 
1 as a shoe store and repair shop. 
Mr. Borenstein will stock a general 
line for men, women and children. 

Retail credit men throughout Wis- 
consin are watching with much in- 
terest the outcome of the first «ction 
bearing directly upon the new wo- 
men’s equal rights law recently en- 
acted by the State legislature. Tie 
law gives women rights equal in every 
respect to those enjoyed by men. The 
case is that of Edward Schuster & 
Co., operating three large department 
stores in Milwaukee, against Mrs.__ 
Ruth Kemmer, a divorcee, who is 
claimed to have charged a bill of 
goods against her former husband’s 
account a year after the separation 
by decree. The Schuster company 
sued in Civil Court and was granted 
a judgment for $78.83 against Mrs. 
Kemmer. To collect the judgment, the 
store company has attached her ali- 
mony, which it is claimed, under the 
new law is regarded as an asset and 
therefore attachable and subject to 
garnishee. 

A new store will be opened at Bur- 
lington, Wis., about -Aug. 27 by 
George W. Krueger, formerly of 
Indianapolis, who has leased the Bush- 
man Building at Geneva and Chest- 
nut streets. It will be equipped 
throughout with new furniture and 
fixtures and the stock will be brand 
new as well. 

Charles A. Krueger, member of 
Kohlhoff, Krueger & Co., a large gen- 
eral merchandise firm of Merrill, Wis., 
died August 4 after a lingering ill- 
ness with intestinal trouble. He was 
53 years of age and widely known in 
retail circles of Wisconsin. 

The Menzies Shoe Co., Fond du 
Lac., Wis., has completed delivery of 
a large contract for army shoes placed 
by the Government last April and in- 
volving about 20,000 pairs. The fac- 
tory put the order in production May 
1 and has been making carlot ship- 
ments every other week. Commercial 
business is of such volume that the 
completion of the army contract will 
not affect the working force, accord- 
ing to President S. D. Nichols. 


Louisville 


OPTIMISM PREVAILS 
Fall Openings Start About August 15 


Shoe merchants of Louisville report 
trade to be quiet at the present, the 
greater part of the sales that are 
made being final clean-ups on the small 
stocks of whites that are still on hand. 


Nearly all local stores have cleaned 
up unusually well this season, many 
reporting the smallest carry-over they 
have had in many years. There is still 
a fairly good call for whites, and on 
account of the extraordinarily small 
stocks on hand the merchants are 
missing a good many sales. Nearly 
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all Louisville merchants: will spend 
next week preparing for the opening 
of the fall season. Stocks are arriv- 
ing daily and a few showings of fall 
goods are being made. It is expected 
that most of them will open up with 
full fall showings about the 15th of 
the month. Every indication points 
to a good, solid trade this fall and 
winter. The factories are resuming 
full time operations, those that have 
been closed are opening again, money 
is easier than it has been for some 
time, and there seems to be a new 
spirit of confidence and optimism per- 
vading the business world. The pub- 
lic has about reached the conclusion 
that shoe prices are down as far as 
they are going and shows a willing- 
ness to let loose of its money. Cooler 
weather is bringing the street crowds 
out and there are twice as many shop- 
pers on the street as there were two 
weeks ago. Three or four rains dur- 
ing the past eight days and one ex- 
ceptionally cool day have revived the 
spirit and energy of shoe merchants 
and shoppers. On the whole, the pros- 
pects for fall are indeed bright and 
the optimistic outlook of shoe mer- 
chants appears to have full justifica- 
tion. 


Walkover Shop Burglarized 


Burglars a few days ago succeeded 
in tunneling through a brick wall in 
the rear foundation of the Louisville 
Walkover Boot Shop, 309 South 
Fourth Avenue, entering the first floor 
through a trap door from the base- 
ment. They obtained $65 from a cash 
register in the office, overlooking 
about the same amount in the register 
in the front of the store. They made 
no effort to bother the safe. The wall 
through which they tunneled is four 
feet thick. S. G. Metzler, in charge 
during the absence of Harry Schutz, 
who is in the East on a vacation, ex- 
pressed the.belief that the work was 
done by boys, possibly directed in the 
job by some older person. 


Cruther & Starks’ Shoe Departments 
Under One Head 


The women’s shoe department of 
Cruther & Starks has been placed 
under the direction of Fred Kohler, 
manager of the men’s department. 
Mr. Kohler was in charge of both de- 
partments until about 1915, when he 
began to give all his time to the men’s 
department on the first floor. Fred 
Grauel, who had the women’s depart- 
ment on the third floor, is taking his 
first vacation in three years while 
considering several propositions. Mr. 
Kohler will be in full charge of both 
departments, including the buying. 

The Louisville store of the Regal 
Shoe Co. is fresh and clean in new 
paint. The interior of the store has 
been painted and refinished in gray 
and gold, with buff ceiling, an espe- 
cially attractive combination. 
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“Our fall season will open about 
the middle of next week,” said Gerald 
Hays, manager of the Petot Shoe Co. 
“Our stocks of summer goods have 
cleaned up nicely and fall showings 
will begin as soon as stocks are 
ready.” 

J. C. Finch, of the Louisville Endi- 
cott-Johnson Co., believes that fall 
business this season will be very good. 
The store has an advance display of 
fall styles in women’s goods in the 
windows. Arch Crouch, of that com- 
pany, is spending a week’s vacation 
at home. 

“Business is very fair,” according 
to C. E. Phillips, manager of the shoe 
department at the Stewart Dry Goods 
Co. “Only white goods are selling 
now, but our fall sales will begin in 
a week or so.” 

The American Shoe Repair Co.’s 
shop in the Starks Building has been 
moved in with the company’s shop at 
305 South Fourth Avenue. The Rodes- 
Rapier department store is moving 
around to its new storeroom in the 
corner of the Starks Building, a part 
of which was occupied by the United 
Cigar Stores Co., which is moving into 
the location of the American Shoe Re- 
pair Co. In the old location the Rodes- 
Rapier’s shoe department was in a 
baleony, but in the new store will 
probably have a first floor room. 

The Boston Shoe Co., cleaning up 
its white goods, is offering 3000 pairs 
in grades up to $10 at $5.35 and 2000 
pairs in grades up to $6 at $2.95. 

The Walkover Boot Shop is exhibit- 
ing a letter from an old customer, 
now living in Connecticut, in which 
he states that he has two pairs of 
“corduroy (cordovan) shoes which he 
purchased nine years ago at the 
Louisville store and it seems that the 
buttons are beginning to loosen up. 
He wants to know how much it would 
cost to have new buttons put on them. 
He doesn’t state whether he has had 
them half-soled yet or not. 

Noel Lyons of Byck’s will return 
next week from a two weeks’ vaca- 
tion, which was spent partly at his 
home in Shelbyville and partly at a 
health resort. 

J. T. Jacobs, manager at the Dan 
Cohen Co., is in Cincinnati on a buy- 
ing trip. 

Tom Violette of the Louisville store 
of the Regal Shoe Co. is spending a 
two weeks’ vacation at Lebanon, Ky. 

R. E. Price of the Byck Bros. 
Shoe Co. is preparing for his Southern 
selling trip. Mr. Price will leave 
about the first of September for about 
a six weeks’ trip. 

Richard and Minnie Wellman have 
filed suits for $20,500 damages against 
the Retail Merchants’ Association of 
Louisville for alleged injuries from 


a fall on the board walk at the Arm- - 


ory during the spring style show of 
the merchants. It is reported that 
the association is incorporated, which 
in event of judgments, will mean that 
individual members can not be held 
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Whereto Buy 


Children’s Shoes 














IN STOCK 
Infante’, Children’s, 
Misses’ and Young 







Women’s S 
CONSOLIDATED 
SHOE CO. 
212 Essex Street 
Boston, Mass. 








IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 

Popular Priced Stitche 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


agent 














Where to Buy 


Miscellaneous 














Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“A Trade Builder.” Send for our com- 
plete catalog of Shoe Findings. : 
ine Silverite Co., Mfgrs., 81 High St., Boston 








Manufacturer—Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 




















Perfection Pneumatic 
Arch Cushion 


Des to Prevent 
allen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 












‘COMPANY | 


ELLIS 
HAVERHILL , MASS. 





wy? OHOE BUCKLES 
“sie OF EVERY DESCRIPTION 
BEADED AND METAL 
BUCKLES 

OUR SPECIALTY 


FASHION ORNAMENT CO 


198 MONTAGUE ST BROOKLYN N.Y 








The most expensive -- 







And the most -- 






Economical thing -- 






In business -- 


Is experience. 







Getting it -- 






Is expensive -- 


Using it -economical. 







It is expensive -- 






To experience -- 






Poor sales service -- 


But economical -- 






To use Kelly Service -- 






For it is the result -- 






Of the acid test -- 






Almost three decades. 






This is no time -- 






To experiment -- 






With your sale -- 






Or untried service -- 






For while you're learning -- 


Opportunity passes. 






Better let me prove -- 







My statements. 





It's your move. 








4 T. K. Kelly Sales System 
} 2548 Nicollet Ave. 
Minneapolis, Minn. 


Size of my stock 








| Name 
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liable. The association also took out 
liability insurance for the show. 
William F. Macelfresh, formerly ad- 
vertising manager for Byck Brothers, 
recently resigned, went with the 
Stewart Dry Goods advertising and 
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display department for a short time, 
and then to New York. Dan Byck, 
son of L. S. Byck, has taken charge 
of the advertising and display depart- 
ment since finishing at the University 
of Pennsylvania. 


Chicago 


RETAIL BUSINESS FAIRLY 
ACTIVE 


Retail shoe business on State Street 
and in other sections of the Loop 
District is about what might be ex- 
pected at this time of the year and 
under existing conditions. 

There is a decided call on the part 
of consumers for new fall merchan- 
dise. A number of the stores, both 
in the downtown district and in out- 
lying sections, still continue clean-up 
sales on broken lots of summer foot- 
wear. Inasmuch as low shoes will 
be featured for early fall wear there 
are no radical changes in the appear- 
ance of the show windows. However, 
several of the stores have attached 
neat little cards to the shoes on dis- 
play announcing that these are new 
fall models. 

The public generally is expecting 
footwear prices to be less and aside 
from the high-grade stores customers 
are found shopping around for good 
looking shoes at prices which they be- 
lieve to be reasonable. 

Men’s stores and the men’s depart- 
ments in the general family shoe 
stores are finding men more critical 
than heretofore on shoe prices. Men, 
as a rule, seem to feel that good shoes 
should be bought for around $8.00 to 
$10.00 and prices beyond this are fre- 
quently questioned even in_ stores 
catering to men of the better class. 

The manager of one of the highest 
grade women’s shoe departments in 
the city says that women generally 
coming to that store do not complain 
about prices. They are satisfied to 
pay $10.00 to $15.00 and for a spe- 
cial pattern and style as high as 
$18.00, but they are demanding more 
quality, better shoemaking and bet- 
ter appearing shoes than they form- 
erly expected for the prices they paid. 
In his opinion it is time for manu- 
facturers to build more quality and 
more service into their shoes, ‘to give 
more attention to the little details 
that mark the shoe as being an ex- 
ceptional quality product. 


Specialty Wholesale Houses Busy 

The specialty houses along Wells 
and Monroe streets, and particularly 
those dispensing women’s novelty 
footwear, have no complaint to make 
of the volume of business at the pres- 
ent time. Orders, as a rule, are not 


- for large quantities of any one shoe 


but frequent buying indicates that this 
class of footwear is selling readily 
and that merchants are constantly 


on the lookout for something new 


which will act as a tonic and stimu- 


lator for immediate business. 

Patent strap effects, both in Louis 
and Junior Louis heels, are selling 
quite strong. The “Sally Sandal” is 
proving very popular as are also the 
various modifications of this Grecian 
type of foot covering. Black satins 
are selling readily and all indications 
are that they will hold good through- 
out the season. One strap and two 
strap patterns are both good, many 
of them being made with patent col- 
lars or kid collars and straps. 

Russia oxfords and two straps with 
welt soles and military heels make up 
a large percentage of the sales. 


Staples Receiving Some Attention 

Among the general line houses the 
more staple styles are receiving con- 
siderable attention. Black kid ox- 
fords, plain toes and military heels 
are selling about as liberally as they 
did in the early spring. 

Considerable demand has recently 
developed for women’s regular height 
turn sole, military heel, lace boots. 

A prominent wholesaler is of the 
opinion that merchants, especially in 
the smaller towns, have been in- 
fluenced too much by the talk that 
boots would not sell readily and, con- 
sequently, when the fall rains set in 
and frost shows on the grass these 
merchants will find themselves with 
an insufficient quantity of women’s 
dress boots in 8% and 9 in. heights 
with walking heels of 13/8 to 15/8 in 
height. 


Novelty Shoe Company Buys Building 

The Novelty Shoe Co. has entered 
the list of realty owners in the whole- 
sale shoe district of Chicago, hav- 
ing recently bought the building which 
they occupy at 30 South Wells Street 
and which is now known as the Nov- 
elty Shoe Building. 

The building is a brick structure 
of five stories and basement. The 
company will have occupied this build- 
ing three years October 1 next. The 
Novelty Shoe Company is only six 
years old, having started business in 
a small way at 19 South Wells Street, 
and now being recognized as one of 
the leaders of the market. Archie 
Weisberg and Ed Weisberg own and 
successfully operate the organization 
which features women’s novelty 
shoes. 


Ben Epstein Moves to Boston 

Ben L. Epstein, for several years 
shoe merchandiser with Rothschild & 
Company, Chicago, has recently en- 
gaged in wholesale shoe business as 
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Here Is a Business Builder 
A Sales Getter and a’ 
Profit Producer 
For Your Red Blooded Men Customers 


Black or Tan Norwegian 
Brogue Oxford, Heavy Sin- 


gle Sole, Soft Toe — Ex- 
tended Vamp, Haig-an Last. 
$6.50 


Style No. 21289 











We only sell to recognized retailers 


F.C. PINGREE & SONS CO. 


Makers of Men’s Fine Shoes 
Detroit Michigan 
WILLIS L. GOODWILLIE 


Room 408, Severance Bldg., 6th and Main Sts. 
Los Angeles 
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BEACON \, 


THERE ARE NO BETTER 


SHOES 


FOR STYLE—FOR FIT—FOR WEAR 
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A HEADLINER FROM 
THE “BEACON” FALL STYLES 


NOW IN-STOCK 
READY TO SHIP 
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SWAG LAST 
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No. B551 
Toney Red Calf Bal—Orange Stitching—Good- 
year Rubber Heel — Code Word $ 5 45 
“Warren”—Widths: A-B-C-D. Price 

No. B132 
Wine Scotch Grain Bal—Orange Stitching—Good- 
year Rubber Heel — Code Word 4. 45 
“Tramp”—Widths: A-B-C-D. Price 
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F. M. HOYT SHOE CO., Manchester, N. H. 
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the Paramount Shoe Company, 199 
Essex Street, Boston. The concern 
is specializing on women’s novelty 
footwear at popular prices. A Chi- 
cago office under the management of 
Sam J. Kohn will be maintained. 


Shoe Traveler Changes 

Mr. Irving Telling, formerly of the 
firm of Kunstman & Telling, shoe 
wholesalers on Wells Street, has sold 
his interests in this firm and arranged 
to represent the I. Miller Company 
in the states of Illinois, Iowa, Minne- 
sota, Wisconsin, Nebraska, Kansas 
and Missouri. Mr. Telling will carry 
only the Brooklyn line. At present 
he is spending a short vacation visit- 
ing relatives in Canada before start- 
ing on his regular trip. 


J. W. Carter Company Adds Several 
Men to Sales Force 


The J. W. Carter Company has re- 
cently added several men to its 
sales force for the Nashville line. 
William H. Stainbank will look after 
the trade of this concern on the South 
Side, Chicago. Mr. Stainbank is not 
a new man in the shoe game as he 
was formerly connected with the 
Peters Shoe Company, St. Louis. 

William H. McGuire, who until 
recently was with the McElwain Chi- 
cago Company, will sell Carter shoes 
on the North Side, Chicago. 

Charles F. Crow, a well known Chi- 
cago traveler, is the Carter represen- 
tative in Milwaukee. 

A new acquisition to the Carter 
office force is Miss Pansy Brown, 
who has spent several years in vari- 
ous shoe offices in the wholesale dis- 
trict of Chicago. Miss Brown has 
become a pretty thorough shoe man 
and is well acquainted with the ways 
of the trade. 

Al Munch, who has general charge 
of the Chicago territory for the Car- 
ter-Nashville line, will continue to 
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cover the larger cities of the Middle 
West with headquarters in the Chi- 
cago office, 505 Security Building. 


The National Convention at Chicago 


A meeting of the Chicago conven- 
tion was held Monday, August 8. Mr. 
James P. Orr was present and general 
plans for the convention were talked 
over. Mr. Orr expressed himself as 
being very much pleased with the pro- 
gram already made by the committee. 

There will be a meeting of the pro- 
gram committee, consisting of H. A. 
Rosenbach, chairman, Chicago; A. H. 
Geuting, Philadelphia; C. K. Chishold, 
Cleveland; C. E. Williams, St. Louis, 
and John Slater, New York City, at 
the Copley Plaza Hotel, Boston, Au- 
gust 15, at 3 o’clock and besides the 
regular committee Mr. O’Connor and 
Mr. Orr will be present; also Mr. 
B. J. Coens. It will then be possible 
for Boston and New England manu- 
facturers to get any information rela- 
tive to space which they may desire, 
either Mr. O’Connor or Mr. Coens. 


LETTERS TRANSPOSED 
A Little Comment on “ei” 

Many think of charging up against 
the compositor all the typographical 
errors that come in a busy publica- 
tion. Oftentimes one accuses the 
printer of following copy even though 
it goes out of the window, but in our 
issue of July 30, page 62, we have 
a case of transposition of the letters 
E and I in the famous old name of 
Kreider so that the A. S. Kreider Co. 
is designated by a slight difference 
in the name. 

The error was a slight one. We 
make an editorial correction of it sim- 
ply to give our compositor an oppor- 
tunity to familiarize himself with the 
name. When he comes to this item 
he will realize we are thinking of him. 
Further language is tabooed. 








A WINDOW AND SALES FORM 


Adjustable Fixtures of a New Dis- 
play Device 

The “Automat” form is a distinct 
innovation in the shoe form construc- 
tion. This form is adjustable to all 
widths and sizes. It is made in three 
sizes which cover all widths of lasts. 
The inventors of the Automat Form, 
The U. S. Specialty Mfg. Co., also 
. make the Adjusto Shoe Top Form. 

There are no levers or thumb screws 
to adjust in the Automat Form. It 
is simply placed in the shoe and 
through the use of springs it is self 
adjusted. While it was originally 
thought that this would be used prin- 
cipally for shoe manufacturers, it now 
seems that it is likely to be adopted 
by thousands of retailers for shoe 
window display and even by customers 
as a shoe tree to keep their shoes in 
shape. For window trimmers it. will 
instantly attract attention as not only 


a great time saver but a shoe form 
which will give smoothness to the 
display which was only possible be- 
fore after much expense and labor. 
The Automat Shoe Form fits twelve 
sizes of women’s shoes in three 
widths. It is so well made that it 
is practically indestructible and can 
be used for years with proper care. 
Owing to its construction and make- 
up it can not go out of style and is 
really a permanent investment. 


Designing New Shoes 

St. Louis.—Fred C. Church, of the 
F. C. Church Shoe Co., who has been 
in the East visiting the style shows, 
has returned to St. Louis and is bus- 
ily engaged in putting into work some 
of the new ideas which he acquired 
while away. He says he didn’t find 
much that was not already repre- 
sented in the ideas of the’ St. Louis 
designers. 











Stylish 
Good ites 


with 


Rock Cak” 


make them stylish— 
but make them good. 


Men are not buying 
on “looks” alone. 


They want Wear as 
well as Style. 


Besides who knows — 
what “style” really is? 
What man can tell 
your 


In the final analysis 
a shoe that wears as. 
well as it looks will 
please most men. 


Be sure of Wear by 
putting “Rock Oak” 
bottoms on your 
men’s shoes _ espe- 
cially. 


We are ready and 
cheerfully willing to 
co-operate with you. 


Write us at any office. 


AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 
ST. LOUIS CHICAGO BOSTON 
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For School Trade 


Boys are going to wear leather trim Keds in the Fall 
until the muddy weather comes. Within the next 
few weeks they will be buying new pairs for school. 
Are you prepared to meet this great school demand 
for leather trim Keds? 


A full stock of the appropriate styles and sizes of 
these sturdy Keds will mean a quick turnover and 
plus profits. 


United States Rubber Company 





















Not all canvas rubber-soled 
shoes are Keds. Keds are 
made only by the United 
States Rubber Company. 
Look for the name Keds ow 
the shoes. 
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Rubber lt 


The Market Situation - Prices and 
Style Information - Trade Notes 
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Outing Shoe Trade Heavy 


Mills Very Busy Filling Orders—Business Grows 
Steadily on Most Lines of Rubber Soled 
and Outing Footwear 


A feature of rubber soled footwear 
not to be overlooked is the tremendous 
popularity (which is growing daily) 
of footwear of the Ked type. The 
solid bottom and the leather trimming 
makes this style of footwear attrac- 
tive to boys and girls. The larg- 
est business in these lines of goods 
is done among boys and girls. It 
begins with the school trade in the 
spring and extends right through 
the summer vacation and into the 
fall. 

The boy who gets a shoe that he 
likes, such as, for example, the suc- 
tion sole, is a great booster for the 
shoe among his friends. 

It should also be remembered 
that our country is becoming a 
great vacation and _ out-of-door 
country. The demand for outing 
and sport footwear in the normal 
course of events is likely to in- 
crease tremendously within the 
next few years. Especially when 
it is realized that all of this class 
of goods is in addition to the tre- 
mendous demand for rubber foot- 
wear for industrial uses, also storm 
goods and other varieties. There 
are so many combinations in which 
rubber can be worked and vulcan- 
ized that it means the steady in- 
crease of this department of the 
rubber shoe business, a feature 
which live retail merchants are 
capitalizing by departmentizing their 
store accordingly. 


Rubber Mills Cut 
Stocks 


The big rubber mills are unusually 
busy cleaning up their orders and the 
present experience of many retail 
merchants is proving that it does not 
pay to proceed too cautiously in the 
ordering of rubber and outing foot- 
wear. The mills are now making only 
on order and are not inclined to carry 
large stocks and to assume the burden 


ordinarily carried by wholesalers and 
retail merchants. 

The tone of the market is some- 
what easier at this writing. The dis- 
position has been stronger to sell of 
late than to buy. There is little 








The “Fairmont,” a feature shoe of 

the Hood Rubber Products Co., com- 

bining long service with comfort and 
safety 


change in quotations which at the 
close of the past week were as fol- 
lows: 

The situation varies but little from 
the last report. The demand is light 
and prices are nominal as follows: 


Para—Up-river, fine ....... ik 2 
Up-river, coarse ......... 9 @.. 
Ds, SE 66 vs od cc see aa 16%@.. 
POENIE, GOMNED oicc cicecscs 7%@.. 
Caucho, ball, upper...... 10%@.. 
Caucho, ball, lower....... 8%@.. 
CMI. 525 Shes ndsesncsccé 7%@.. 

Piantation—First latex,crepe eM <:s 
Brown crepe, thin, clean.. 13 @.. 
Brown crepe, rolled...... | a 


VORGURGRODODDOR OEE EA 


MM 


iF 


APBOP—=Os Bon. 06dic0s0 00:0 14 @.. 
No. ; ELE ET ae 13 @.. 
Sere eo 12 @.. 

Smoked Nbbed sheets...... 14%@.. 

*Centrals—Corinto ......... @ 6 

CRN, 6 6.5.0:0 06 0 ce aies @ 6 
SHIORICRM GCTAD 0.000006 -- @S5 
TU, WEE 4.0.6.0 0:6:0:000:0 -.» @10 
Te wv sskcccedess ous @25 
*Balata, block, Trinidad... .. @73 
*Balata, block, Colombian .. @26 
*Balata, Panama ........ -- @25 
Beets GRE GHOSE. ..0cccccccce S WB. 
APCTION, TENGE ..n sc cwcccics 24@. 
1%@. 


Arctics, untrimmed ......... , 


Converse Shoes Featured in Movies 
By Hugh Bullock 
Treasurer, Converse Rubber Shoe Co. 
For the thousands of miners 
throughout the coal districts who find 
the specially designed waterproof 
miner pacs a necessary part of 
their working equipment, there are 
probably very few who have more 
than the vaguest idea of how in- 
dustry takes the crude rubber, and, 
with the aid of stout cotton fab- 
rics, fashions these long-wearing 
rubber shoes. 
A motion picture recently com- 
pleted for the Converse Rubber 
Shoe Company by the Rothacker 
Film Company of Chicago will 
show them. In this three-reel film 
entitled “Shoes of Service’ every 
step in the production of the well- 
known “Ace-Hi” Pac, made by the 
Converse company, is illustrated in 
detail, and in the fifty minutes 
which is required to show the pic- 
ture, it takes the audience from 
the tropical forests where the rub- 
ber is produced to the heart of the 
mining districts where “Ace-Hi” 
Pacs are in service. 
While the miner’s shoe is fea- 
tured in the picture, the making 
of other Converse rubber products 
is visualized as well, and the use 
of the film will by no means be 
confined to exploiting Converse foot- 
wear in the mining communities. 

“Shoes of Service” will be screened 
at conventions of shoe dealers. It 
will be available to foreign distribu- 
tors for use in impressing buyers 
abroad with the substantial organi- 
zation behind Converse products. 
Eventually, copies of the film will be 
given circulation among __ schools, 
churches, lodges, and other centers 
for non-theatrical movie exhibition. 
In mining towns it will be screened 
in a “regular” movie theater as a 
rule. 
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It speaks well for an article when expert judges approve its use in 
footwear whose excellence has been jealously guarded for years. 


The merits of ““Cordo-Hyde” shoe laces added to 
the merits of the shoes you buy, create greater 
values—and that is what your customers are seek- 


ing. 
An increasing number of shoe manufacturers are offering shoes 


“Cordo-Hyde”’ equipped. 


LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASSACHUSETTS 
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Too Close to Needs 


Buying of Leather, While Improved in Aggregate, 
Is on Hand-to-Mouth Basis—Good Call for Best 
Upper with Black Scotch Grain Popular. 
Prices Firm as a Whole. 


The opinion prevails among some of 
the older merchants in the leather in- 
dustry to the effect that buying has 
been too long on a hand-to-mouth ba- 
sis. It is their contention that inas- 
much as the leather industry has 
liquidated and prices are now on a 
pre-war basis in most lines, and in 
some cases lower, the time is oppor- 
tune to lay in supplies in anticipation 
of improved business this Fall. While 
it is not denied that conditions are dis- 
tinctly improved over a year ago and 
have been showing steady improve- 
ment this year, sales for future deliv- 
ery are not being made with normal 
segularity. 

In the meantime the raw material 

market has shown an advancing ten- 
dency with considerably larger sales 
for some weeks. With the industrial 
and financial atmosphere clearing it is 
noticeable that stocks of merchandise, 
especially of shoes, are steadily dimin- 
ishing and the orders for shoes to fill 
these holes have not been placed as 
promptly or in as large volume as 
they should be to insure a healthy 
market. Warnings are being held out 
to buyers to take heed of the future 
lest their supplies are too short when 
they need the goods. The indications 
are that even with the slow buying of 
shoes during the past few months 
there will need to be a much larger 
~purchasing from in-stock goods. On 
the other hand, the shoe manufactur- 
ers with the experience of last year 
before them are not so inclined to 
make up enormous supplies for in- 
stock as they were formerly. 

Prices of leather under present con- 
ditions are at least on a low basis. 
Nevertheless they are showing a 
firmer tendency than some weeks or 
months ago, and there is more reason 
to believe that they would become 
stronger rather than weaker. Shoe 
manufacturers are purchasing the best 


stock and are not paying much heed to 
accumulations of lower grades. 


Calf Leather 


Trading continues active on full 
grain in calf colors with prices firm. 
There is also a noticeable swing to 
black, especially in the new black 
Scotch grain. This leather seems des- 










her Market 


ew of Leather 
Supplies and Prices 
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tined to have a popular run. It does 
not mean that there will be a mate- 
rially less call for the popular new 
shades of brown, but rather that there 
will be an extra production in keeping 
with the idea that men will take more 
interest in style footwear and own 
more shoes. The best tannages are still 
quoted at 55c. per foot, 50c. and 45c. 
for medium with lower grades selling 
at 35c. to 40c. Blacks are quoted at 
3c. to 5c. lower per grade. There is a 
fair call for snuffed colors of the 
cheaper class all the way from 20c. 
to 35c. per foot according to selection 
and tannage. 
Side Leather 

Business as a whole has been rather 
quiet. Makers of the better grades of 
side leather look for renewed activity 

(Continued on page 103) 








COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 


e-War Peak To-day 
Calf, suede, top grade .......... $0.32 a $0.35 $1.40 a sc 50 $0.70 a $0.80 
Calf, smooth colored, top grade.. .28a .30 1.40a 1.50 45a .55 
Calf, smooth, black, top grade .. .26a .28 1.30a 1.40 40a .45 
Side leather, colors, top grade.. 18a  .22 -75a 1.00 25a 82 
Side leather, black, top grade... .16a .20 65a .90 24a .28 
White buck, top grade Se Le 28a .30 90a 1.00 26a 35 
Elk, heavy eS RGBRS 24a .26 65a .70 24a .26 
Kid, colors, best fancy .......... 35a .40 1.50a 1.65 80a .90 
Kid, colors, top grade .......... 23a «685 1.35a 1.60 70a_ .80 
Kid, black, top grade .......... 28a .30 1.35a 1.50 60a _ .70 
Kid, medium, SAS ae 20a .24 -70a 1.10 35a .60 
Kid, medium, black ............ 18a  .22 60a 1.00 30a .50 
Kid, ARS Ore 06a .12 20a  .36 10a_ .20 
Chrome patent sides ........... 25a .30 85a 1.05 35a .43 
Sole Leather (price per pound) 
SE ra ne er 02a 383 56a .58 34a 
a 5 bs 04-0504 enema ee a ae 40a _ .50 
Es NE ND o.oo: 0:0'64-0-0:0.0:0.0-6 38a 389 92a .95 55a 
No. 1 oak bends, shoe mfrs.’ use. .46a  .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use. ee a 1.15a 1.25 70a _ .80 
Raw Hides and Ski Skins see per pound) 

Native steers, as used in sole 

leather, harness, etc. ......... -a .18% 52a  .55 a a 
Heavy Texas steers, for sole 

ARSE SO aa ree = 26 ak. 2a ee ee | 
Li med native cows, for side upper 

Eo tus ss bia's «4-6 aaldg oh alae veo ape ivf re. a 
Branded cows, for light sole 

CN CS i cuir 5's 6i5 see elke owe: aa sot BS 1a ai 
No. 1 buffs, for heavy upper and 

CIES 3.0 5 c's srpeemaaen 2 ce oe 45a .50 06%a 07% 
No. 1 Chicago City calfskins, for 

fine calf fe SO LS hrs: os ATs 80a 1.02% 14a .20 
Kips for epeer Joather i... cscs eee veer. | 65a .80 12a -.17 

A. hi des, for thomtisadi sole ; 
Bother Sa ees Tes earnest eee's ...8 80°° 42a 46 ee wee 
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INDISPENSABLE 


THE DISCRIMINATING MAN 
NEVER THINKS OF GOING ON A 
TRIP WITHOUT TAKING ALONG 
A SPECIAL PAIR OF 


Lundin SHOES 


THESE SUPERB MEN’S DRESS 
WELTS ARE THE BIGGEST 
TRADE WINNERS ON THE MAR- 
KET — MADE SO BY THE MANY 
EXTRA FINISHING TOUCHES BY 
WHICH, AS SPECIALTY MANU- 
FACTURERS, WE ARE ABLE TO 
GIVE THEM UNEQUALLED IN- 
DIVIDUALITY. 


The Lundin Shoe 
is right all through 


LUND-MAULDIN Co, 
MANUFACTURERS 
SAINT LOUIS U.S.A. 
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ONE ASSOCIATION VALUE 


“Tom” Delaney of the National Shoe 
Travelers’ Association, Inc., Helps 
Members Get Positions 


One value of association is illus- 
trated by the letter issued by T. A. 
Delaney, Secretary, The National 
Shoe Travelers’ Association, Inc., 183 
Essex Street, Boston, Mass., show- 
ing that the association is continually 
on the alert to aid the “boys on the 
road.” The offer set forth in the 
following letter is one example of 
service to their members: 


“Dear Sir: 

“Manufacturers and jobbers’ in 
the United States are in receipt of 
frequent communications from this 
office regarding vacancies in their 
selling forces. Many requests from 
them for salesmen reach us. A list 
of positions open is kept on file and is 
at the service of the members of this 
Association. 

“Should you seek a new position or 
desire a change, kindly fill out en- 
closed card. 

Affiliated Associations, 1912, ... 5 
Affiliated Associations, 1921 ... 25 
PROTEDOPENID, TOES oo cccscccense 440 
Membership, 1921 ............. 4,000 
“Let our slogan for 1921 be One 
Thousand New Members. 
“Yours very truly, 
“T, A. DELANEY, 
“Secretary.” 


The questionnaire added to the 
letter says: 
POSITION WANTED 
OPTIUORY GOAITOE 6.66.00 5.0 0is5b8ss800 


Cee eee eee ee eee eee eseeeeeeeeeseeeee 
eee eee eee ee eeeeeeeeeeeeeeeeeeeeee 
ee 
ee 


Would you consider a straight com- 
TRISGION POGMEEET fs d.o occ cccecce 
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M. C. GALVIN 
Selling for Conrad Shoe Co. 


State kind of contract you wish, com- 
WARE OE BAUER 6 oé0.cctcciicceeas 


eee eee eee eee eee eee eeeeeeeeeeeeeee 


Give name of former employer and 
IN sii cg isg ardin ae siorearsiansiase 


eee eee eee eee eee eee eee eee eeeseseee 


I am a member, in good standing, in 
the following Association ......... 


Signature 
CE er eee eee Ree 


er 


Galvin with Condrad Shoe 


M. C. Galvin for five years on the 
road for Emerson Shoe Company is 
going with Conrad Shoe Co. of Cam- 
pello, Brockton, Mass., covering Okla- 
homa and Arkansas for Emerson will 
have from St. Louis west for Conrad. 
Expects to cover states of Missouri, 
Arkansas, Kansas, California, Wash- 
ington, Oregon and parts of Texas. 
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Selling for Sachs Shoe Co. 


Two young live-wire shoe salesmen 
have jointly taken over Chicago, 
Illinois, Wisconsin and Minnesota 
territory of the Sachs Shoe Company 
ef Cincinnati. 

Ralph Wolpe and Leon Goodman, 
both formerly connected with the 
Novelty Shoe Company, are the enter- 
prising young men who have taken 
upon themselves the distribution of 
Sachs Shoes in these territories. Mr. 
Wolpe will cover part of Chicago and 
Wisconsin while Mr. Goodman will 
cover part of Chicago, Illinois and 
Minnesota. Neither of these men are 
strangers to the merchants of the 
Middle West. Each has traveled his 
respective territory for several years 
and both have splendid sales records 
to their credit. 

An office has been opened at 200 
Lees Building, in the heart of the 
Wholesale Chicago Shoe District. 


Dan J. Corbin Dies 


Dan J. Corbin, oldest salesman for 
the Utz and Dunn company, died sud- 
denly at his home in Aurora, IIl., on 
Saturday, July 23. Mr. Corbin had 
been with the Utz and Dunn Company 
practically since the establishment of 
the business having joined the sales 
force in 1883. Until 1890 he carried 
more than one line of shoes, but since 
that time he has devoted his entire 
time to the Utz and Dunn line cover- 
ing the state of Illinois. During the 
past few years Mr. John Voorvant 
has assisted Mr. Corbin, and it is pos- 
sible that he may succeed him in the 
entire territory. 

“There are few men who ever car- 
ried our line in whom we had such 
perfect confidence and whom we held 
in such high esteem,” said Mr. Dunn 
to the RecorpER. “He has sold our 
shoes so long that he came to be re- 
garded as a fixture. He was of a 
jovial, jolly nature, but with him busi- 
ness always came first. We are deep- 
ly grieved at his passing.” 








t 
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CROB 


— CHILDREN’S 


SHOES 


PATENTED DOUBI.E WELT 


















Ams SHOES sell better because they are better. The quality 
built into this all-leather, double-lasted, triple-stitched children’s 


shoe, would alone easily make it a leader. In addition there are 


10 Points of ACROBAT Superior: Construction 

















































































(Patented) 
{ ‘a : —— - 
; Insole has flat, smooth (6. shay power & haem ] 
i surface, without stitch- - eae 
iam, eal ils ” 
e ing, tacks or nails 7 7 NO FILLING 
between the soles 
‘ZL Insole, being one piece Extra heavy, first 
with middlesole, cannot 8 - quality, oak tanned 
loosen, rollup or wrinkle ig) outsole 
‘ | en 
| Upper lasted and 
| stitched to solid 
| leather middlesole 
3 
f 
f cee Sole leather box and 
counter lasted and 
stitched with lining 
Welting, up- 
2 ; Lining lasted and stitched sep--. per, middle 
arately from upper sole and out- 
sole fastened 
by third row 
] Insole and middlesole formed from one :: of stitching: 
1. ' __ piece of flexible leather ‘ Se eet 








Send today for Catalog No. 21-F, illustrating 
the “Acrobat” ready-for-shipment line of Fall 
and Winter shoes, in sizes from 3, Infants’, to 
8, Growing Girls’. 


Behind the “Acrobat” stands a firm with a 29- 
year reputation for fair dealing and good shoes. 
Features of the “‘Acrobat’’ sales plan will in- 
terest you. 


SHAFT-PIERCE SHOE CO. Faribault, Minn. 


Specialists in Children’s Good Shoes Since 1892 


ee 
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Edwards in Northwest 

Clapp & Tapley makers of boys, 
youths and little gents shoes in Dan- 
vers, Mass., are to have their lines 
represented in the Northwest through 
the selling abilities of J. O. Edwards, 
who has been blazing the trail up in 
that section for some seasons past. 


Mostly about Walter 

Oakland, California, let one of its 
hustling salesmen get away for a few 
weeks, as Clarke Browning of the 
Rice & Hutchins Co., is in Boston 
sorting out his line for his fall trip 
and listening to the words of wisdom 
as uttered by genial Walter Dennison 
of that concern. Walter is Secretary 
of the Boston Shoe Trade Club and 
besides being a worker can tell them 





RALPH WOLPE 
Selling in Chicago, Illinois and 
Wisconsin 
all some real facts and ideas'in ad- 
vertising—that’s why the salesmen 
all like a little semi-annual trip to 
his headquarters. 
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W. B. James with Barry 


That the T. D. Barry Co. of Brock- 
ton, Mass., makers of men’s shoes, are 
letting no moss: grow in their tracks 
where salesmen are concerned is 
evidenced from the fact that they 
are picking out the best procurable 
salesmen for the respective terri- 
tories. 

W. B. James of Chicago, who has 
covered the northwest for several sea- 
sons past has arranged to carry their 
line in Wisconsin, Minnesota, North 
and South Dakotas. 

Mr. James is one of those conserva- 
tive and likeable fellows who has the 
salesman’s asset of persuasion and 
retention of trade. 


A Big Harvest Brings Optimism Says 
C. F. Emerick 


“Business conditions in Kansas and 
Oklahoma are very good. Crops are 
the finest I have seen in years; but 
owing to the extremely low prices of 
farm products, farmers are not real- 
izing as much as they should for the 
labor expended in raising the crops,” 
says C. F. Emerick who represents 
the Red Wing Shoe Company of Red 
Wing Minnesota. 

The fact that the yield is large and 
a good demand for the products of 
the farm, in the opinion of Mr. 
Emerick, will make fall and winter 
business up to the expectations of the 
merchants. Good shoes at reasonable 
prices will win the coffidence of the 
public. 


Brickett with Degen-Lipp Inc. 


Paul J. Brickett, formerly with the 
retail firm of Alexander in New York 
has become affiliated with Degen- 
Lipp, Inc., Brooklyn manufacturers, 
and will cover the Southern territory. 


B. S. Welch in Iowa 


B. S. Welch will represent the 
Clinton Shoe Manufacturing Com- 


103 


pany of Clinton, Iowa, in the state of 
Iowa during the coming fall selling 
season. Mr. Welch is well-known to 
the shoe merchants in the state of 
Iowa, having during the last five 
years represented Noyes-Norman 





LEON GOODMAN 
Selling in parts of Chicago, Illinois 
and Minnesota 


Shoe Company of St. Joseph, Mis- 
souri. Prior to that time he sold the 
Weber Bros. line of men’s shoes in the 
central west. 


Clauser Goes with Robert Wise Co. 

The Robert Wise Company of Cin- 
cinnati has recently added to their 
extensive sales force, J. R. Clauser, 
who was formerly connected with 
Wright & Peters, Rochester, New 
York, and who will on and after Sept. 
1 represent them on the Pacific Coast 
territory in the states of Colorado, 


Utah, Wyoming, Montana, Idaho, 
Washington, Oregon, Nevada and 
California. 








(Continued from page 99) 
soon owing to the advantage in price. 
Full grain colors are the most sought 
with prices firm at 28c. to 32c. for top 
grades, 22c. to 26c. for medium and 
down below 20c. for lower grades. 
Blacks are held at 2c. to 3c. per grade 
léss. There is a fair call for combina- 
tion and bark tanned sides ranging 
from 14c. to 26c. The call for elk, 
veal and kips shows a fair average 
with the general run of side leathers. 

Glazed Kid 

Leading tanners report a good busi- 
ness with the demand for black con- 
tiauing to increase. There have been 
some better sales of late for export 
with some fair amounts going to Great 
Britain. The raw markets are show- 
ing an advance in view of the in- 
creased activity in tanneries and the 





Jarger consumption of kid skins. 
Quotations for kid leather are on the 
same basis as for the past few weeks 
with a very wide range, as shown in 
the table below. 
Patent Leather 
The aggregate of sales is encourag- 
ing and the patent leather industry as 
a whole has shown remarkable im- 
provement over a year ago. This is 
due to the increasing domestic demand 
with the likelihood of more patent 
shoes at least in combination with 
other leathers being worn in this mar- 
ket. The leading tannages are quoted 
at 42c. to 45c. for the top, 35c. to 38c. 
for the medium and as low as 30c. per 
foot for the poorer grades. 


Sole Leather Situation 


Trading has not yet resumed the 
activity desired. Tanners say that the 


indications point to a more steady de- 
mand. The makers of staple shoes 
are resuming on a longer schedule 
which will mean a better business in 
heavy sole leather. Buying has been 
on a very close basis in accordance 
with needs for some time. The stead- 
iest business is with sole cutters who 
say that they are now beginning to re- 
ceive fairly good orders from shoe 
manufacturers with the better class of 
soles in demand. The top grades of 
dry hide hemlock bring 32c. to 34c. per 
pound. Packer steer union backs 
bring from 50c. down; No. 1 oak 
scoured backs are quoted at 68c. down- 
ward according to iron and quality. 
There is not so much call for chrome 
sole, the cost of which is said to be 
prohibitive as compared to oak and 
union. 
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SCHOOL 
SHOES 


Less than a month to 
the opening of school 
—are your _ shelves 
ready? A_ complete 
line of the famous 


“ ASBORN ” 


nature-shaped shoes are 
now 


IN-STOCK 


awaiting your order. 
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RUBBER HEELS ON EVERY PAIR 


No. 2055 


Don7l Overlook Our Ucw Fall Cnnouncement of 


August 20, 1921 








CADET LAST 
2036 Boys’ ?_> a Bal Ball 


-5%, 
3 Sg “Calf Bal Ball 
$4.00. 
* Mah. Side, 
$3.50, 


Ball Strap, 1-2, $3.50; 2%-5%, 


2059 Bo -¢4 & Youths’ G. M. Side, 
1-2. $8.2 2%-5%, $3.50. 

2093 Bove” *& Youths’ G. M. Side 
7s. Strap, 1-2, $3.50; 2%- Big. 


FOOTFORM LAST 
30 L. G. ene seme Tan on 


G. aths’ 
Bal, 9%4-13%, $2.75; 1-2, $3.25. 


ENGLISH LAST 


ae and Youths’ ius Calf 
>» at, 33. 75: 2%-5, 
2033 Boys’ and Youths’ fon of Calf 
Bal, 1-2, $3. 2%-5. $4.00. 
2035 Boys’ ee Youths’ Mah. Calf 
Bal, 1-2, $3.75; 2%-5. $4.00. 
2083 Boys’ and Youths’ 
“2, $3.25; 2%-5. $3.5 
20%4' Boy * i Youths’ 
Rai, 1-2, 2%-5, 


| 2ON2 Boys’ wees "Youths’ Mab. Side 


Bal Ball Strap, 1-2, $3.50; 5 
$3.75. 


2094 Boys’ and Youths’ G. M. Side 
we Strap, 1-2, $3.50; 2%-5, 


"All Rubber Heels 





564 Atlantic Avenue 
BOSTON MASS. 








ce Ready for Shipment’? Shoes. 





JS you have not been receiving 


OWA announcement 


cend us your name because we want bo give you 
Che benefit of these shoes. 


you: wank bo know about the quality and atyle, 
aek the man who t using them, 


“The “Preston “13. Keith Shoe Co. 


UA. Yo, 29q “Broadway, “Room 415 
“Boston, 207 Erex Slreet 


“Brockton, Was. 
































——————————— SSS ae 


August 20, 1921 BOOT AND SHOE RECORDER 





enor & SHOE <oot & SHOE 
WORKERS UNION WORKERS UNION 
UNIONS IotaMP 


Factory 
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There’s No Need for Argument 


Union made shoes—bearing the stamp of the Boot and Shoe 
Workers’ Union—appeal to all consumers. 


Shoes without this label do not appeal to the 4,000,000 Union 
workers in the United States. 


These buyers give preference to shoes which bear the imprint of 
fellow-associates who are banded together in the common cause 


for industrial justice. 


Have you made your store the headquarters for this large trade 
which insists upon buying Union Labelled shoes? 


It will pay you to sell shoes which appeal to every class of buyer 
—where there's no need for argument. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor . 


246 SUMMER STREET - . BOSTON, MASS. 


Co.uis Lovey, Gen. Pres. Cuas. L. Barne, Gen. Sec.-Treas. 


















































A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 
of buck, deer or elk. Sizes for men, women, children and 
infants. Plain or Fancy. 

Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalogs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 














Leach Shoes 


FOR JOBBERS ONLY: 


Infants’ Turns in High Cut Lace and 
Button with White and Grey Tops, and 
all Black and Havana Brown Kid in both 
Regular and High Cuts. 

2 to 5 and 5 to 8 


Write or wire to factory 


E. F. LEACH 


Manufacturer 
184 MARKET STREET 





LYNN, MASS. 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. ell-known 
surgeons recommend its use. 

Make your stock of 
venTicationg children’s shoes 
PATENTED complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action, 


BURKLEY 
SHOE CO. 
1156 No. Main St. 























Retails, $2, $3.50 






Pee ey 
: ! 
Fine Calf Leathers | 
: MANUFACTURERS OF 
: A 
: Velvetta Calf— _ } 
Tuscan Calf — 
‘ Russia Calf — 
; Strictly Fine Full-grain Calf Leather 
| HUNT-RANKIN LEATHER CO. | 
| 106 Beach St. Boston, Mass., U.S. A. § 











“ene ree eee 











IN STOCK 
BOWS MOCCASINS 


“Bows Made, Best Made” 
MEN’S IDEAL SLIPPER 
The style illustrated in 
choice of Tan or Choco- 
late is the most popular 
Moccasin slipper used, 
made from the finest Elk 
Leather, soft, strong and 
durable. Flexible Leather 
Soles. Full Buck Stayed 
Heels. 7518 Tan, Elk 
Skin Leather. Flexible 
Leather Sole, 8518 Choc- 
olate Blk Skin Leather. 
Flexible Leather Soles. $4.50. 
Both carried in stock. full line, 


BOWS MOCCASIN CO. 


OPPOSITE DEPOT 







Bows Moccasins are made in Outdoor 
and Indoor Styles to fit ‘‘Baby to 
Granddaddy.”” Retail from $2.50 to 


Send for catalogue of our 


AVON, MASS. 


(BROCKTON DISTRICT) 

















SELLERS 
One 31.08 
% heel. 
IN 
STOCK 


Cab Boudoirs— 
- $1.25 





Kid Ballets— 
Childs’ 8%-11..$1.40 Black .... 
Misses’ 11%-2.. 1.45 ed ....... 1.35 


n 1.40 
Girl’s 2%-7 ... 1.50 Low Heel. Quilted 
Sock. 





ORDERS SHIPPED DAY RECEIVED 
Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 





| Kistler, Lesh & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 








FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into 

and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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Oxfords in Stock 


The season’s best and most popular styles in oxfords are here ready for at 


once shipments. 


Uh, yy} 
lint 


wt! fi -1- SE ty | 


cin Fi), eo 


No. 753—Price $4.50 


Cocoa Calf Blucher Oxford. 13/8 


and Ball Strap. Dae 
H Broadway 
No. 771. Same “~’ ‘Tan Calf. 
AA to D. 


0 ¥ 
ith 


No. 769—Price $4.50 


“ Cocoa Calf Oxford. Tip and Ball 
Strap. Welt. 13/8 — Broad- 
way Last. AA to 


No. 772. Same in Tan Calf. 


Are you losing 
sales because of 


broken sizes? 


No. 766—Price $4.50 


Cocoa Calf. Two Strap. Imt. 

Tip. Welt. 13/8 Heel. Broad- 

way Last. AA to C. 

No. - Same in Black Kid. 
Price $4.25 


See eee se SS 


TN UAT rnenpveesustrytnte CONTA LEE LAPUA MUO ENHO GROUT LOU EN OOS EEN O0 ETHEL 


Fill in from our 
complete stock 


department. 


+? 


a 


——— 


*. 
hd 


3>3> 


> 


- 


> 


<= x 


* 


a 
Strap. 11/8 Teal. Ww 


No. 793—Price $4.50 


Cocoa Calf Blucher Oxford. 


Tip 
— 1 1/8 


yee tii! " 
' iit ona! ens i\ 
fetes BOF) BBaL Wyle 


Wath 


(eh it fs MS 
wi Hit Fis) Pe 


6-1-5. 0 wm! ae 


No. —— $4.50 
nm Calf Oxf tL 4 and Ball 


t. 
No. 798. Same in Cocoa Calf. 
AA to D. 





Thomson Crooker Shoe Co. 


18 Station Street, Boston 20, Mass. 


PRA aS 


Princess 
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Turning Leather Into Gold 


Stores using 
them exclusive- 
ly have doubled 
their business. 
For making a 
complete and 
attractive  dis- 
play of your 
stock. Saving 
your space. 
Increasing your 
volume. Reduc- 
ing your sales 
cost. Rapidly 
converting your 
“Slow Sellers” 
into cash. The 
SUL ESS 
PiorPLAY 
RACK, the last 
word in sales 
fixtures, is tak- 
ing the prize. 


Dimensions 1%’ x 4 x 4 2” high. Floor space 6 sq. feet. 
Adjustable to all sizes and styles of shoes. Very ornamental dis- 


playing from every angle. Fixture movable without disturbing 
display. Goods removed and replaced conveniently. $7.75 cash 
with order, $90.00 per doz. Handsomely finished in Light or 
Dark Oak, Mahogany or Mission Green stains, dull or varnished. 
White, French Gray or Ivory Enamels. Special colors on less 
than dozen lots 25c. each extra. Displaces 24’ of old style 
shelving. They PAY FOR THEMSELVES in a jiffy. 


Success Seed Grader Company, Inc. 


Spokane, Washington 











. BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 





























(Continued from page 51) 


directors for decision. Besides extending a vote of 
thanks to President Schlaefer and the other retiring 
officers, Mr. Schlaefer was presented a beautiful and 
substantial rocker, one of the products of which She- 
boygan is famous. Retiring Secretary Ray Ripple 
was presented with a gold fountain pen as a token 
of the good work he has done during his incumbency 
in office. 

The following resolutions were adopted: 

Whereas, The Wisconsin Shoe Retailers’ Associa: 
tion, now in annual convention assembled, in keeping 
with the purpose of our organization to promote and 
elevate the best interests of our trade as well as to 
eliminate and discourage all that is derogatory; to 
maintain and practice a strict code of honesty as an 
association would as individuals with the public, the 
Government, manufacturers and competitors, and that 
we may hold and merit general confidence as against 
the sinister influences that have seemed to be directed 
virtually against the shoe trade as a whole; therefore, 
be it, 

Resolved, First that we register our protest against 
the most unfair recent report of the Federal Trade 
Commission because it makes charges that cannot be 
sustained by a fair investigation of faith, and it is 
misleading that it is not correct in any sense, and 
that due to customary superficial style of American 
journalism the report has in effect added insult to the 
injuries already done the shoe trade generally. 








Second, We commend the action that one rubber 
company, in their action in announcing tennis goods 
prices on Sept. 1 in deference to the repeated request 
of our and other associations, and we urge continued 
efforts that all rubber companies announce their with- 
hold their prices changes until March 1 on regular 
footwear and Sept. 1 on tennis and athletic goods. 
We believe this would be no disadvantage to them in 
soliciting business before these dates subject to prices 
later announced. 

Third, We will give our loyal and undivided support 
to manufacturers who do not operate chain stores. 

Fourth, Whereas, the National Shoe Retailers’ As- 
sociation has organized an official fire insurance car- 
rier for the shoe merchant which will substantially 
reduce the cost of fire insurance for our shoe men, and 
which will be an important factor in the development 
of our association; therefore, be it, 

Resolved, That the Wisconsin Shoe Retailers’ Asso- 
ciation recommend that shoe men of Wisconsin give 
the shoe dealers’ national underwriters their cordial 
support, and at least a portion of their insurance 
business. 

Fifth, We, the shoe retailers of Wisconsin, desire 
to express our appreciation for the wholehearted and 
generous hospitality accorded us by the Jung Shoe 
Co., the Leverenz Shoe Co. and the Columbia Shoe Co.; 
also to the local committees, the city officials, the 
Chamber of Commerce and the citizens of Sheboygan; 
also do we express our appreciation to the Shoe Trade 
Journal for their loyal support and assistance. 
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Crawford Arch-Supporting Shanks 





Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 


right into the shoe—fitted between the inner veaatneaeen 
and outer soles and locked to the insole. It Auburn, Me. 
preserves the shape of the shoe and gives sup- ae 
port to the arches and ease to the foot. It Clasinnats 
cannot abrade the skin. Haverhill 
Johnson City 
HE finished, fashioned and fitted shoe is — 
intended for the foot only. Any appli- tains 
ances crowded into the shoe will cramp the New Orleans 
foot, injure the arch, and destroy the shoe. y — “ 
. K. Krieg Co. 
Many people in your city have been dissatis- Puiiadsishia 


fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 
ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 


UAC 


Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 

















WILTON 


PTL 





ren 
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HE NEW BASS CATALOG OF 
SHOES and MOCCASINS for 
WOODSMEN, LOGGERS, FARMERS, 
BUSINESS MEN and ANY ONE WHO 
DEMANDS COMFORT 
SERVICE IN FOOTWEAR, IS NOW OFF 
THE PRESS. 


MAY WE SEND YOU A COPY? 


G. H. BASS & CO. 


Shoemakers 





and HARD 


MAINE 

















nas 








Model 6 
Pump and Slipper Form 





You’ve Been Looking for This All 
Your Life— 


“AUTOMAT” Shoe Form for women’s shoes. This form 
is an innovation in shoe form construction, as it is 
STRICTLY SELF-ADJUSTING, both in width, length 
and style of last, high and low heel. Simply place in 
shoe and form adjusts itself perfectly. “AUTOMAT” 
Forms fit all display sizes, namely: A B C 3% to 5. Are 
made of fine Bass wood highly polished, in black, natural 
and mahogany finish. Fixture is made of brass, beauti- 
fully nickel plated. Model 6 for pumps and slippers. 


Model 8 for boors and oxfords. Price $2.00 the pair. 
Terms 5% 10 days. 


U. S. SPECIALTY MFG. CO. 
29 Newberne St. West Somerville, Mass. 








Model 8 
Boot and Oxford Form 




















Hudson Tubes affording direct communication 
with the Pennsylvania and Grand Central Sta- 
tions, also general Post Office and Railroad 
Stations at Jersey City. prices. 


PLEASANT ROOMS 
FROM $2.50 UP 600 Rooms 


CHE }{ ARGINIQUE 


(Affiliated with Hotel McAlpin) 


Broadway, 32nd and 33rd Streets, New York City 
Situated in Centre of Shopping District—Adjacent to Theatre Section 
Entrance from Hotel to New York Subway and The Restaurants offer a truly McAlpin Service 


—with Club Breakfasts, Special Luncheons and 
Dinners, also a la Carte Service. All at moderate 


FRANK E. JAGO, 
Resident Manager 
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(Continued from page 52) 
Prosperity and Panic 

But people will say, “Are we not very nearly self 
sustaining?” What percentage of our total output is 
exported? The best figures we can gather indicate 
that normally the U. S. exports about 5 per cent of its 
total labor and material produced in a given year. 
This looks small, but when statisticians tell us that 
the difference between good times and dull times is 
about 10 per cent, that 5 per cent takes on a different 
aspect. An economic organization, be it national or 
world-wide, is a matter of delicate adjustment, built 
up and held in place largely by the law of supply and 
demand. This adjustment was sadly interfered with 
during the war. Great productive areas are still out 
of the running and until they come back, conditions 
will be badly unbalanced. Last year it was possible 
for the sugar people to absolutely prove that there 
was a tremendous world shortage in sugar. They for- 
got, however, to figure that the use of sugar is, as the 
use of almost every other commodity, a relative thing, 
and when great proportions of the world’s population 
were unable to pay for sugar, and had to go without, 
sugar dropped from 30 to 6 cents. Appetite does not 
necessarily mean consumption. 

Heavy Government borrowings and the heavy Fed- 
eral taxes have sadly disjointed finance. What has 
boosted the price of paper? For one thing, wasteful 
advertising caused by taxes. Since the manufacturer 
and merchants realized that the Government would 
pay from forty to sixty per cent of his advertising bill 
he thought he might as well capitalize all the goodwill 
possible while this wac the case. The Government has 
borrowed some twenty billions of dollars of the na- 
tion’s investment capital. Think of what this money 
would do in the way of stimulating business were it 
available for industrial, public utility and commercial 
enterprise! 

This outlook seems a gloomy one, but there is a 
great deal to look forward to. The periods following 
great wars have frequently been those of renewed in- 
itiative and the inception of aggressive business poli- 
cies. That was the case after our Civil War. It has 
been the case after practically every struggle in Eu- 
rope, provided they were of any great duration. Given 
a new viewpoint, people are incited to greater achieve- 
ment. This is undoubtedly coming as a result of this 
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conflict. Europe is going back to work. They will 
build up their wealth. It looks as though we were go- 
ing back to real work as well. A great many lines al- 
ready show improvement, although it is idle to say 
that deflation has been completely accomplished. The 
exchange situation in time is going to gradually right 
itself. I don’t believe we can look for good business 
for several years. It will gradually improve, but I 
am very doubtful if a real industrial boom is to come 
for a considerable period. 


Money Relatively High 


Money, at least investment money for a long tem 
of years, is and probably will be relatively high. We 
have already seen a remarkable improvement for the 
better in our banking situation, and in regard to 
short term and government borrowing. Wisconsin 
municipal securities have taken a remarkable turn 
upwards in the last two weeks. Nevertheless, there 
are constantly hanging over the money market five 
elements requiring capital financing: 

1. Demand from foreign countries which is not as 
yet any where nearly satisfied. 

2. Liquidation of bank loans to industries. 

3. Financing and refinancing of public utility enter- 
prises. 

4, Financing and refinancing of the railroads. 

5. Continued public borrowing both by the Federal 
and by the State and local governments. 

As for Wisconsin, we may congratulate ourselves 
that we live in a favored locality. We are practically 
self-sustaining. We have a tremendous diversity of 
industrial resources and products. Our biggest agri- 
cultural industry is dairying, anything but a one- 
crop-a-year proposition. Wisconsin is a large exporter 
of capital. It may interest you to know that in 1920 
the two largest investment banking institutions in 
the State sold something over $100,000,000 worth of 
securities; of these, $80,00,000 was to finance projects 
outside of Wisconsin. The bankers of this State are 
looking for sound business enterprises which they can 
finance. 

These are times for hard work, the exercise of sane 
business judgment and the avoidance of speculative 
enterprise. Business must be done on a small mar- 
gin, but it certainly will be done. The war is over. 
It is time for us to really get back and work. 








What Do You Do With Your Catalogues? 


(Continued from page 49) 

The same plan is used with women’s, boys’ and 
so on. 

In event the same catalogue shows both men’s 
and women’s shoes it is listed under both head- 
ings in the index. 

The index book is a small blank book with 
marginal alphabet, such as can be found in any 
stationery store. 

This may seem like the expenditure of a lot 
of time and effort to keep tab on the advertising 
of the other fellow, but catalogues of manufac- 
turers and wholesalers have a distinct value to 
a merchant and once the system is installed its is 
easily kept up. 

A customer comes in for something that is not 
on the shelves; chances are some manufacturer 
has sent you a catalogue showing that shoe or 
something similar to it. You may recall having 


seen it but the catalogue has been misplaced or 
thrown away. Any way your time and the time 
of the customer is too valuable to waste in hunt- 
ing the store over for that particular catalogue, 
but if you know where to put your fingers on it 
immediately the customer is pleased by the serv- 
ice and the good-will of the store is enhanced. 

Catalogues have other values. They are usual- 
ly prepared by high-priced advertising experts. 
The style of the layouts, type arrangements and 
wording of descriptive matter can be very help- 
ful to merchants in preparing their own ads. 

Catalogues of the lines you are using usually 
contain cuts of the shoes in your stock. The 
manufacturer will usually be glad to send you 
these cuts for your own local use. 

It pays to keep catalogues and file them so you 
can find them quickly when you want them. 
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Apache Beaded Moccasins 
for 


House Slippers which combine comfort, durability and 
attractiveness. Made of Tan Ooze Sheepskin. A display 
will brighten your window and the sales will surprise you. 
Send for a pamphlet which shows an entire line of these 
Moccasins. 

; PRICES OF APACHE MOCCASINS 

i Babies’ sizes, 1, 2, 3, 4, 5, , ° 
Child’s sizes, 6, 7, 8, 9, 10, per pair oT 

| Misses’ sizes, 11, 12, 13, 1, 2, i . 

I Ladies’ sizes, 3, 4, 5, 6, per pa 1.09 

| Men’s sizes, 7, 8, 9, 10, 11, per 
ARROW NOVELTY CO., Inc., 108 E. 16th St., N. Y. C. 


see or write 


ELIOTT SHOE CO. 


Morris Eliott 


214 LINCOLN ST. 
BOSTON, MASS. 












=a The Ideal School Shoe for Childrens 


Allows the feet to spread. A 
sturdy little shoe for play and 
all around wear indoors and 
out. Korry Krome Flexible 
Sole. Made in Smoked, 
Tan and Dark Brown. 
Infants’ and growing 
girls’ sizes. 


Retails for 
$2.50 to $3.00 


Send for samples 


COLLYER MOCCASIN CO. 


245 Burrill Street - . Swampscott, Mass. 











































No. 184 ™ ae DON’T SAY “JUST THE SAME” . Settee 
Men’s Felt Slipper, Leather Sole, You could double your sales on Felt es Style, Soft Chrome 
Well Padded. Slippers by carrying ““ROYAL MAKE.” _ - “=. — 

FULL SATISFACTION 
ON Royal footwear Manufacturing Co. PRIAND QUALITY © 

MAKERS OF 
97 SOUTH SIXTH STREET FELT SLIPPERS AND BATHING SHOES BROOKLYN, N. Y. 
ic ct eee edo ere 














Groping in the Dark 


Time was. when the purchase of advertising space was a “blind groping in the 
dark."" Advertisers had no means of checking a. publisher's statement of circulation 
and often these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 
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POSITION WANTED 


FOR RENT 


MISCELLANEOUS 








OUNG MAN, thirty years of age, 

married. Five years road experience. 

Ww ould like to represent a factory line of 

men’s or women’s shoes in Pennsylvania, 

with Pittsburgh as headquarters. Address 

C-753, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


OULD like to get work with wholesale 
or retail shoe house, as house or 
traveling salesman. Can handle Spanish 
trade. Five years experience in Spanish 
speaking country. Address C-752, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








W ANTED— Traveling position—Man 36 
years, married and best of references, 
to locate with some good shoe concern, 
having 10 years cutting room experience, 
8 years retail experience and 1 year as 
retail store manager. Am desirous of 
opening for the spring trade. Address 
C-748, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





ETAIL SHOE SALESMAN wants posi- 
tion. West or Southwest preferred. 
Twelve years experience. Address C-745, 
care Boot & Shoe Recorder, 189 West 
Madison St., Chicago, Ill. 


LINE WANTED 


ALESMAN with factory experience, 
wants lines, Northwest and Pacific 
Slope territory, medium and better grade 
men’s welts, women’s’ welts, . turns, 
children’s welts, turns. Lines must be 
right. Sell large department stores or 
jobbers. Two brothers traveling  to- 
gether. Address K-483, care Boot & Shoe 
Recorder, 127 Duane St., New York. 














WANTED by a man acquainted with 
big trade in New York and vicinity 
and knowing shoes—a high grade line of 
Misses’ and Children’s, or boys’ and 
youths’ shoes to sell to this class of 


merchants. Address K-484, care Boot & 
Shoe Recorecer. 127 Duane St., New York 
City. 





7 a high grade line of women’s 

yelts or turns—one presenting style 
and novelty features, and having real 
producing capacity behind it—to present 
to the big trade of New York and adjacent 
territory. Advertiser has excellent con- 
nections in this field. Address K-485, 
care Boot & Shoe Recorder, 127 Duane 
St., New York City. 








HELP WANTED 


HOE MAN WANTED—For Department 
Store capable of taking charge of 
buying as well as selling shoes. Reply, 
giving full particulars of ability and 
rcs to, BRODY BROS., Indiana, 
a. 











FOR SALE 


HOE STORE in Central Eastern III. 

Best location in city, old established 
store, cash business and clean _ stock. 
Substantial discount for cash. This is a 
real ovportunitv. Address (C-750, care 
Boot & Shoe Recorder, 189 W. Madison 
St., Chicago, Tl. 








OR SALE—Shoe Store in town of 5000, 
* thirty miles east of Pittsburgh. 


Good location, clean stock. Lease in- 
eludes 4 rooms and bath. Rent $30. 
Invoice $9000. Address C-741. care Boot 


& Shoe Recorder, 207 South St., Boston, 


Mass. 








No matter what policy vou may pursue 
nm selling to the shoe trade, nevertheless. 
vou need the “BOOT AND SHOE 
RECORDER” all the time. 





OR RENT—Very desirable store in main 
business section of Springfield, Ohio. 
long lease. Communicate with STER- 
LING JEWELRY COMPANY, Dayton, 
Ohio. 


“OR . RENT — Office with stock room 
privileges in desirable location on 
Duane Street, New York City, in the 
heart of the shoe _ district. Address 
K-486, care Boot & Shoe Recorder, 127 
Duane St., New York City. 


TO LET 


OMEN’S High Grade Specialty Store 
in large Middle West City. Popu- 
lation 350,000. Has excellent space 
approximately 50 feet square to let for 
a Shoe Department. An unusual oppor- 
tunity. Write at once. Address C-744, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


WANTED TO PURCHASE 


























WANTED TO BUY 


Shoe stores or stocks within a 
radius of 400 miles of Pittsburgh. 
Will terminate short leases or con- 
tinue the business if justifiable. 
Address W. C. SMITH & CO., 
Johnstown, Pa, 











Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address C498, care 
Boot and Shoe Recorder Publishing Co., 207 
Bouth St., Boston, Mass. 


SHOE STORE q 
CHAIRS 
SETTEES 









WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 

















WANTED TO PURCHASE 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














The NEW YORK EXPORT 
PURCHASING CORPORATION 


515-517 Broadway, 
New York City, N. Y¥. 


Slow Sellers 
Surplus Stocks 


Entire Stocks 


FOR 
CASH 


WILL 
BUY 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 














MISCELLANEOUS 


Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glaes Fixtures 
Ask for catalog ‘‘G.F."" 
Period Wood Fixtures 
Ask for catalog ‘‘L’’ 
Window Valances 
A big stock for immediate delivery. 
Ask for samples. 
Window Rugs 
4 big line. Samples of materials and 
illustrations in colors sent. 
Decorating Plush 

Ask for samples. 


The Hecht Fixture Co. 
Medinah Bidg. Chicage 
Wells St. and Jackson Bivd. 
NEW YORK SHOW BOOM 
6-67 HE. 12th, Bet. Broadway & 4th Ave. 














Highest Cash Prices Paid 
for entire shoe stocks. We also buy your 
surplus or slow sellers, Quantities no ob 
ject. Retail or wholesale. 
taken off your hands. 
— confidential. 


GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 4119 


Established 








ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and a also make liberal 
cash advances if nece 
CANTOR & ‘WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave, Boston, Mass. 
Opposite South Station 








Ideal Line Rolling Step 
Ladders 


Fifteen Styles. Satis- 
faction Guaranteed. 
Lasts a  Life-time. 
Write for Catalogue. 


Daynite 
Furniture Mfg. a 


213 Chouteau 
Ridg. St. Louis, = 














Send all replies to Boot & Shoe Recorder, 207 South St., Boston, Mass, unless otherwise noted in advertisement. 
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page per issue: 





“Recorder” rates for space less than one-eighth 


Space i1time 7times 13 times 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
8 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED —Four cents per word for each 
Minimum amo 
cents. For other “Want” advertisements, seven cents 
r word for each insertion. Minimum amount accepted, 
fies. Ads under this h 





insertion. 
26 times 62 times 
$3.00 $2.50 
6.00 5.00 
9.00 7.60 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Pp 
noon, on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. When advertisers desire replies for- 
warded direct to their address, each 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


unt accepted, seventy-five 


eading will be received up to 


word of the ad 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











SALESMAN WANTED 


The Charles E. Lynch Shoe Manu- 
facturing Company, Inc. Makers 
of the Hine & Lynch Shoes, have 
increased their production and de- 
sire a competent salesman to 
represent them in Pittsburgh, Pa. 
and adjoining territory. We have 
high grade men’s shoes that retail 
at from nine to twelve dollars per 
pair, in all shapes and all widths, 
shapes for young men and men 
who need comfort. Arch support 
shoes which are out of the 
ordinary. This is a good opening 
for a competent salesman who is 
used to selling a manufacturers 
line, on a commission basis. Ad- 
dress THE CHARLES E. LYNCH 
SHOE MFG, CO., INC., Brockton, 
ass. 











RESIDENT SALESMEN 
WANTED 


One for Greater New York, one for 
Philadelphia. To carry line of 
Haverhill-made turn and McKays 
satin and other noveities that are 
always in stock. A big proposi- 
tion for a live wire man in each 
City. Write Mr. Stockbridge, 
Hannahsons Shoe Co., 35 Wingate 
St., Haverhill, Mass., for appoint- 
ment at factory. No applications 
unless followed by personal inter- 
view will be considered. 











WE DESIRE to successfully 
place our line of Ladies’ 
high grade turn slippers in Chi- 
cago and on Pacific Coast. Appli- 
cant must be of proven ability, 
willing to travel on straight com- 
mission basis. Address C-749, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 











ALESMEN WANTED — In 
Illinois, lowa, Nebraska, Min- 
nesota and Wisconsin, to oarry felt 
slippers in soft sole and McKay as 
a side line on commission. ood 
quality and priced to sell. Give 
references. ROCK ISLAND 
SLIPPER CO., Rock Island, Ill. 


SHOE FACTORY SUPT. 


Available at once; extraordinary 
ability; age 34 years; high-grade 
man; knows leather industry from 
pelt to welt; can invest very small 
capital; has initiative to produce 
big results; not only confined to 
shoe factory management, but able 
to fully manage any industrial en- 
terprise; can grant an interview at 
any time. Here is a chance to 
standardize your industry. Address 
C-740, care Boot & Shoe Recorder, 





207 South St., Boston, Mass. 


SALESMEN WANTED—A LIVE WIRE 
for Wisconsin and Minnesota also the 
Dakotas to represent Rochester’s lead- 
ing factory line of NILE TURNS 
and SPECIALTIES in infant’s_ shoes. 
Old_ established _ line. Superb factory 
stock service. Many open accounts in 
the territory. Liberal commission and also 
a weekly drawing account to the man 
who can prove his ability. No objection 
to your having one other non-conflicting 
line—and one only. Positively no applica- 
tion. considered except from an experi- 
enced salesman and acquainted in the 
territory. H. H. FREELAND, Manufac- 
turer Established 1896. Rochester, N. Y. 














SHOE DEPARTMENT 
For Rent 
A Rare Opportunity 
Reasonable Rent 
KANTER'’S 
DEPARTMENT STORE 
Near Hearn’s 
56 West 14th St., New York 
Tel. Chelsea 6595 











SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers, 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














WANTED— Experienced salesman _ for 
Ohio to sell our line of Children’s Turns 
from Moccasins to size eleven to Retail 
Trade. Every number carried on floor. 
Samples can be carried in small grip. 
We have a well established trade to turn 
over to the right man. Strictly commis- 
sion basis. Reply at once with references. 
Address C-727, care Boot & Shoe Recorder, 
189 West Madison St., Chicago, Ill. 





WANTED — Experienced salesman for 

New York and New Jersey, to sell 
line of Infants’, children’s and Misses’ 
Turn Shoes on Commission. Apply with 
reference to THE KEPNER - SCOTT 
SHOE Co., Orwigsburg, Pa. 


S ALESMEN WANTED who call on the 
jobbing and big department store trade 

to sell our short specialty line of boys’ 

school shoes. Only those with estab- 

lished trade need apply. EXCELSIOR 

a & SLIPPER CO., Cedarburg, 
s. 





S OME GOOD TERRITORY open for 
salesmen with established trade to 
carry our line of children’s flexible turn 
shoes, sizes 1 to 5, 4 to 8 and 8% to 11. 
Every number carried in-stock. Com- 
mission payable as requested. This line 
is medium priced and advertised direct 
to the trade. We want to hear from men 
who can furnish references and are well 
acquainted in their territory. Give full 
particulars. GOODGER & MILOW SHOE 
Cco., INC., In-Stock Department, 
Rochester, N. Y. 





SALESMEN WANTED — To carry our 
line of high grade and Baby Soft Sole 

Shoes as side line. Commission basis. 

bf V. RICHEY SHOE CO., Danvers, 
ass. 





OING! Going! Just a few territories 
left for progressive line of Milwaukee- 
made work and semi-dress shoes; up to 
the minute style and workmanship, 
backed by extensive mail advertising and 
dealer’s helps. Want men of proven 
ability, willing to travel on straight com- 
mission basis, drawing account propor- 
tionate to actual sales. Territories open: 
Pennsylvania, Minnesota, Oklahoma, 
Texas and Arkansas. Address C-738, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








COMPANY, Milwaukee, Wis. 


WE have a few good territories open now. Some with established trade. 

Men’s Fine Calf Welts, popular prices, in stock. Applicants must have 
had traveling experience. Apply sending recent photo and full details of 
past experience and present connections in first letter. 


OGDEN SHOE 














SALESMAN WANTED 
SPATS, side line, territory in 
New England, Pennsylvania, 
Western New York, Ohio, Indiana, 
Iilinois and West. Give present 
connection, commission desired, 
etc. Address K-842. care Boot & 
Shoe Recorder, 127 Duane St., New 
York City. 





to right men. Apply at once: 


So. Dakota; Arkansas; Vermont. 
Milwaukee. 





WANTED—Salesmen for the following territory to carry a high grade 
line of Misses’, Children’s and Infants’ stitch downs. Drawing account 
Washington; Utah; Colorado; Texas; 
Tennessee; New Hampshire; Oregon; Idaho; New Mexico; lowa; Virginia; 
Nevada; Montana; Maine; Indiana; W. Va; 
IDEAL SHOE MANUFACTURING CO 


Arizona; Wyoming; No. and 
” 











Send all replies to Boot 





& Shoe Recorder, 207 South 3St., Boston, unless. otherwise noted in advertisement. 
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SALESMEN WANTED 


SALESMEN WANTED 





ANTED—Salesmen in every section of 
the country selling retail trade to 
carry side line of medium grade, good 
wearing stitchdowns, Barefoot Sandals, 
Play Oxfords, etc.. for next spring de- 
livery. Line comprises everything in 
stitchdowns including the best Men’s Kid 
Romeo on the market. Made in a modern 
up-state New York factory. Will pay 6% 
commission. State experience, territory 
tovered and give references. Confidential. 
Write fully to C-742, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





ALESMEN WANTED—To carry our 

well known, long established and 
snappy line of infants’ soft soles, infant’s 
and children’s turns. Just what you need 
to round out your present line. De- 
sirable territory open in New York, 
Middle Western, and Southern States. 
Highest commission paid. Applications 
considered only from men with well 
established trade; with record as pro- 
ducers and in a position to give our line 
proper attention. J. Mac Master, 
Rochester, N. Y 





ANTED—Two or three first class 
salesmen to carry short line of 
Men’s and Women’s Medium High Grade 
Welts, on a commission basis, some styles 
earried in stock. Address, C-743, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





AILESMAN wanted to carry ten Samples 
of ‘‘Home-Ease” Flexible McKay 
Comfort Shoes. In Stock. Territory open, 
N. W. Ohio, Western New York, Illinois 
except Chicago, also other _ states. 
BRANDAU SHOE CoO., Detroit, Mich. 





ANTED—High Grade _ salesman _ for 
: Ohio and Michigan. One experienced 
in selling men’s fine welt shoes and who 
has established trade in this territory. 
Season starting about September st. 
Address C-746, care Boot & Shoe Re- 
corder, 207 South St., ‘Boston, Mass. 





ANTED—Salesman who has _ estab- 

lished trade in Indiana and Kentucky 

for men’s line of high grade welt shoes, 

Good opportunity for right man. Ad- 

dress C-747, care Boot & Shoe Recorder, 
207 South St., Boston Mass. 





WANTED—A salesman on commission 

to sell a New York Jobbers line in 
Eastern, Pa., to an established trade. 
None need apply but those who can 
give the best of references and has an 
acauaintance with the trade. Address 
MERRITT. EMLIOTT & CO., 130 Duane 
Btreet, New York City. 





ANTED—Cracker Jack men familiar 

_. With the states of Pennsylvania, 
Michigan and Ohio to handle our line of 
children’s, growing girls’ and women’s 
staples and up to the minute novelties. 
Call or Write. NU-WAY SHOE CO., 161 
Duane St., New York City. 





E HAVE some good territory open 
for side line salesmen who .would 
like to carry the celebrated C-Saw line 
of Flexible Welt shoes for Misses and 
Children. We want only those carrving 
a high grade line of Women’s or Men’s 
shoes and selling to the best trade. 
C-SAW SHOE CoO., Inc., Rochester, N. Y. 


ANTED—Four good salesmen to carry 

as a side line a semi dress and com- 

fort line of shoes on commission in Middle 

Western and Southern States. None but 

good salesmen need apply. Address C-706, 

care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





S ALESMEN —Shoe_ salesmen’ wanted, 

who are acquainted with the retail 
trade in Phila. and vicinity, by estab- 
lished Phila. wholesale shoe house. Ad- 
dress C-751, care Boot & Shoe Recorder, 
Suite 1420, Widener Building, Phila- 
delphia, Pa, 





NEW YORK manufacturer of infants’ 

and children’s turns, also children’s, 
misses’ and growing girls’ McKays at the 
right price, wants good men for Southern 
and Western territory. Commission basis. 
Good chance for the right men. Address 
K-481, care Boot & Shoe Recorder, 127 
Duane St., New York. 





S HOE SALESMAN WANTED—Experi- 
enced Salesman for Tennessee and 
Kentucky, to sell line of Women’s High 
Grade Welts and McKays. Must be 
acquainted in territory, prefer one with 
established trade Womens’ or good gen- 
eral line shoes. Give full particulars, 
stating time traveled, where, and lines 
handled,. in first letter. Samples ready 
August 15th. THE CAHILL SHOE Co., 
Cincinnati, Ohio. 





WANTED-—Salesman to sell Ladies’ fine 
turn shoes from Chicago West. 
Strictly commission basis. Capable man 
with thorough knowledge of the shoe 
line, only accustomed to calling on high 
class stores need write. THE SHIRLEY 
SHOE Co., 45 York St., Brooklyn, N. Y. 





WE WANT several energetic side line 
salesmen on a liberal commission 
basis for the following territories: Utah, 
Nevada and Idaho: Washington and 
Oregon; North and South Dakota; Indiana; 
Texas. Men’s medium grade dress welts 
at $4.00, $5.00 and $5.25. Address C-754, 
care Boct & Shoe Recorder, 189 W. Madi- 
son St., Chicago, Ill. 





ALESMAN — For Ohio. Michigan and 
Pennsylvania, to sell the famous FOX 
line of Infant’s Soft Sole Shoes. Small, 
snappy sample outfit, 10% commission 
and for a real salesman, no better side 
line in this country. Leading. styles in 
stock and a line which for twenty years 
has set the pace. In letter of application, 
state length of time on the territory and 
further particulars. F. J. FOX, manu- 
facturer, Rochester, N. Y. 


POSITION WANTED 


T° KEEP YOUR STOCK MOVING, you 
must keep your help moving. Don’t 
bawl them out, but help them out. 
Don’t drive them, but lead them. A 
good example, a little kindness, and 
systematic co-operation, will turn work 
into play and merchandise into cash. 
Does your establishment need a leader, 
experienced in wholesale, retail. factory 
and road work? Address C-755. care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 
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JAPANESE OFFICE: Yokohama. J. F. 
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ot BEST LOOKING SHOES YOU EVER 
SAW ARE PROBABLY LINKED IN YOUR 
MEMORY WITH THE PRETTIEST GIRL YOU 
EVER MET. GOOD LOOKING WOMEN 
UNDERSTAND HOW TO GET GOOD LOOK- 
ING CLOTHES. THAT’S ONE REASON THAT 
MAKES THEM SO. 





FIT YOUR NEXT COMELY CUSTOMER WITH 
FOX FOOTERY. FOX SLIPPERS, PUMPS AND 
OXFORDS HAVE A WAY OF ENHANCING 
GOOD LOOKS—AND RETAILERS’ PROFITS. 


PARA LOS CALZADOS FOX LAS COMUNI- 
CACIONES SOBRE EXPORTACION DEBE 
DIRIJIRSE A NUESTROS REPRESENTANTES, 
HENRY W. PEABODY & COMPANY, 17 STATE 
STREET, NEW YORK CITY. - 


Sy UO. Oy 
==" NEW VORK: Marbridge Building, 
Broadway & 34th Street, Room 632 
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SPECIFY 


VODE KID 


It’s colored by an improved 
process that applies the color 
uniformly and makes it easy 
for your manufacturers to 
produce “‘color-mates.’’ 














THE STANDARD KID CO. 


Boston, Mass. 


Branches in New York, Philadelphia, Cincinnati, 


Chicago, St. Louis and Montreal. 


as hel 
for Fine Shoes ~ 
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JAYESCO 


(Pronounced Jay-es-co) 


&§ ' The initials which dis- 


‘° F’* tinguish our firm are the 


basis of the name of our newest 


leather JAYESCO. 


JAYESCO is a deep rich cherry 
shade in color—hand boarded. 


JA YESCO isa fine silky textured 
calfskin—mellow in feel—rich in 
lustre. 

JAYESCO is distinctive—and 


makes distinctive shoes of quality 


for men or women. 


Have you asked 
for a sample? 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS .. . “TENRAB” 


‘Maintains a Standard Reputation’”’ 


August 27, 1921 
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FIVE 
NEW SCOUTS 


FOR 
IMMEDIATE 
SHIPMENT 


Brand New and All Ready for Same Day. Ship- 
ment to Live Merchants who want real business-getters 
RIGHT NOW! They’re selling like hot-cakes and 
they STAND UP and HOLD TRADE—they’re full 
blooded, pedigreed members of our world famous 


BOY SCOUT tribe—nuff sed! 


Style S 252 
Gents’ and Youths’ All Gun Metal Bal, Goodyear Welt, Medium 
Weight Oak Leather Sole, Goodyear Wingfoot Rubber Heel, 
Neat Round Toe Last. Price: 9-134 Gents’, $2.95; 1-2 


Youths’, $3.35. 

Style S 354 
Boys’ Chocolate Elk Goodyear Welt, Medium Weight Oak 
Leather Sole, Splendid Broad Toe Style. Price $3.60. 


Style S 253 
Gents’ and Youths’ Chocolate Elk Goodyear Welt, Medium 
Weight Oak Leather Sole, Splendid Broad Toe Style. Price: 
9-134 Gents’, $2.95 and 1-2 Youths’, $3.35. 


Style S 355 
Boys’ Brown Russia Bal, Goodyear Welt, Medium Weight Oak 
Leather Sole, Goodyear Wingfoot Rubber Heel; one of our 
latest Brogue effects on a conservative English Last. Price 


$3.75. 
Style S 255 


Is the same description, except one of our latest best- 
selling Brogue effects, on most popular gents’ last. Price 
$3.00 in Gents’ and $3.40 in Youths’. 


The Excelsior Shoe Company 


Manufacturers of 
Men’s, Boys’, Youths’, Little Gents’ 
FINE SHOES 


Portsmouth, Ohio 
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A Thoroughbred of Style 
for Fall Wear 
with the 


“OVALOID” 


Lacing Hooks 


‘100% American” 





August 27, 1921 BOOT AND SHOE RECORDER 


3 STANDARDIZED STYLES IN STOCK 


























No. 2 
Medium Toe 2 oO =‘ O 
Wi ~ ve E 
dths to 
Sizes 5 to 12 
In Case Lots Ner- 30 
$4.60 





In Case Lots 


No. 3 
English Last 


A to E 

Sizes 5 to 12 

In Case Lots In Case Lots 
$4.60 $4.60 


3 READY SELLERS IN STOCK 


The Stanworth secret is making good shoes for less 
money. Quantity production and Standardized Styles. 
Inaclass by themselves. MAKE MORE PROFIT. BUY 
STANWORTH SHOES. 


<TANWOR A CASE ON APPROVAL 


9 
SHOEMAKERS 1921 
Ship us the following shoes, with the understanding that we fs n-ne 


may send them all right back if they do not please us. Ship see ne 








( @& S 
| CONSTRUCTION 
ureters Full Groin Rus ¢ 
otsaz Ook Geud 
insorz Oohe- Full Grae 
courter Sole Coather 
sox tor sdole Seather 
mrt Tubb - SradeA 


svAWORTa 


svocn | wim | 5 | —| 6 /—| 2/—| 8 |—|9}—|10|—]a | — | 22 
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AS USED BY AMERICAS SHOEMAKERS 


The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 


\ 
Fine shoe making appeals to both 
men and women for the comfort 
and economy provided as well as 
the mark of good taste in dress. 
To the purchasing public, outward 
appearance becomes the sole guide 
in estimating value which is strong 
reason for making and merchandis- 
ing shoes of Green & Hickey 
leathers. 





GREEN & HICKEY SPECIALTIES 


y Sowshary Grate Com, Nat. Color. . -No. 89 
ME. t.deacwace No. 90 

“ Mahog. ... -No. 66 
' = Mehes. . .* _ ile. 126 
“  Scotch-Tan ...No. 139 
- -” ...-No. 116 

3 “ Black ...No. 90 
MADE BY dition > “ “ “ “ “ ...No. 16 

T. D. BARRY SHOE Co. ~i< al aa e Shandinevien Grain Calf ....Black 


BROCKTON, MASS. . - ” -Brown 
CUT FROM SHREWSBURY Guo a Hickey Reten Scotch, Tan. "No. 30 
GRAIN CALF No. 89 se Black . No. 90 


BEWARE OF IMIT. ATIONS 








Be Sure and Specify Green & Hickey Leather When Ordering Shoes 


ESTABLISHED 1782 INCORPORATED 1900 


HOMME MOMMA 


GRE EN & & HICKEY LEATHER CO 
1D COLUMBIA STREET BOSTON 


TANNERIES~ SHREWSBURY AND. WINCHENDON, MASS. 
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ot PUSNERs 


SHVES 


08 O98 S F905 85S SS FOOSE OE SE DSS & & An excellent, advertised line of 
TURNS«adWwELTS 




















Dr. Posner's 


SHOU SERVICE 


The influence of Posner service makes itself felt in every 
well-stocked shoe store. 

Nowhere in the whole country can better shoes be found 
to fit the growing foot, from infancy to budding woman- 
hood. 

The best evidence of reputation can be found in a manu- 
facturer’s organization. 

In the Posner factory are men who have a sympathetic 
understanding of the essential requirements for correct 
junior shoe construction. 

We would like to give you more details and some illus- 
trations of our product. May we send you our merchan- 
dising plan covering in-stock styles? 


Each shoe is measured by Brooklyn standards—the high- 
est in the country. 




















DRA POSNER SHOES Ine 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


<2 2 BSS SSB ESSE EEADSEOESE SS & Oi YOU ‘ 
rrr WET LEEAE I EYIT YY TyY DS © 2 DS 2 SoS 0986898684888 690006 2% 
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Tuere is nothing equal to good printing to set 
the stage properly for your salesmen’s interviews. 


Pave the way for them! Lay down a barrage of 
effective printed publicity before you send your 
men over the top. 


Ha tr the secret of success lies in the selection of 
the paper for the circular or catalog. 


NoTHING pleases a printer more than to have 
DEJONGE cArt Mat specified. It is a dull-coated 
paper that cuts down the cost of presswork, gives 
a uniform result throughout the run, and makes 
all cuts look equally well with no loss of detail. 
It makes illustrations look like photographs. Its 
smooth, non-glossy surface is inviting to the eyes 
and touch. It isa great factor in creating the right 
first impression. 


Send for printed samples 1 they tell the story 


LOUIS DEJONGE & CO. 


69-73 Duane Street New York City 
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DR. RODMAN’S 
DOOOOOOOOOOOOOOO VOOOOOOOOOHGOOO OO 


ok 















































Real Shoes 
ready for 


Immediate Shipment 


The trade name is Dr. Rod- 

man’s Acme Arch Grip 

Shoe. Its appeal to women 

lies in: 

—its quality appearance 

—its quality feel 

—its light, flexible arch 

—its natural inner sole line 

—its special heel, encour- 
aging easy posture 

—its scientific, all-leather 
construction, which al- 
lows the foot to exercise 
freely and grow strong. 


Feature Dr. Rodman’s 
Acme Arch Grip Shoes. 


Carried in stock 
in Boots and Oxfords 


Style No. 

402—Black Kid Oxford. Widths Ato E. .. 
403—Black Kid Oxford. Widths B to E. 
400—Black Kid Lace Boot. Widths AA to E... 
401—Black Kid Lace Boot. Widths B to E. 











A. J. BATES & CO. 


3 176-178 DUANE STREET 
OOHOOOOOOHO lg gee OOOOOOOOOS 


Phone—Walker 5840 
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Specialties in 
Sport Hose 





For Immediate Delivery 








9 TS 


am. 

PS: J 
© OSbET y 
G} 


“Onyx 


E believe this Fall and Winter will see 

the popularity of Sport Hose even 
greater than last year. Our new price list of 
hosiery for immediate delivery contains many 
exceptional offerings in wool and other out- 
of-door fabrics. 


Emery 6 Beers Company, inc 


Dept. P. 


Broadway at 24th Street 
NEW YORK 


36 South State Street 

1033 Chestnut Street 

31 Bedford Street 

BUFFALO Mutual Life Bldg., Pearl St. 
SAN FRANCISCO 259 Geary Street 
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No. 4 Gallun’s 


Tan Norwegian 


$6.45 


MARION HAS THEM IN STOCK 


Outstanding Fall Creations. 
Again we predict an Oxford Fall. 


Our sales to date verify our prophecy. 


Style leaders are buying Oxfords. 


Meet the demand with this Distinctive Fall Oxford—our ’21 
Saddle—Soft Toe and new Long Wing Tip—White Rope 


Stitched Welt and Wingfoot Heel. 


Our popular Paragon last has a multitude of friends. 


MARION SHOE CO. 


MARION, IND. 


WESTERN QUALITY 2’ ASTERN STYLE 
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South Shore Styles 


Ready to Ship 





AA-D 
2-8 


se 


$5.75 
S-92 


S-90—Women's Medium Russia S-92—Women'’s Medium Russia 
Oxford. Miss. Bon Ton Last. Oxford. Miss. Bon Ton Last. 





WOMEN’S CARRIED 
STYLES IN STOCK 


$5.75 
S-94 


S-94—-Women's Medium Russia 
Oxford. 156 Last. Lace Stay. 
Imitation Ball Strap. 9/8 Heel. 
Rubber top lift. 


ALDEN-WALKER & WILDE 


(INCORPORATED) 
EAST WEYMOUTH, MASS. 


NEW YORK OFFICE: 299 BROADWAY 


= 
ae Ball Strap. 15/8 Heel. 
= 
= 
= 
= 
= 
= 
= 


i eee ee iin ttt 
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Smart lines 


ave 
ashions 
tundamental 


What is the newest development in 
lasts? 


15 


We can always answer that question 


—more accurately, we believe, than 
any other organization. 


Our establishments in every great 
shoe manufacturing and style mak- 
ing center enable us to sense the 
trend of things in lasts in a timely 
national way. 


Many famous last successes have 
been originated by us. We offer 
our record in this respect as the best 
possible reason why we can give 
you outstanding shapes on which 
you can extend your sales. 


7 ad 
ET MAMAS a ladcidegiedeminomensate’™ 


UNITED LAST COMPANY 
BOSTON 


ROCHESTER AUBURN BROCKTON NEW YORK 
NEWARK CHICAGO es ST. LOUIS 


MILWAUKEE LYN MONTREAL 
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iece. 
and D, 5-10. 


Price $6.00 
STOCK DEPARTMENTS: 


Cc 
At the Factory, Brockton, Mass. 
608, 





STOCK NO. 908 
New York City 


Light as a Feather 
As Flexible as a Turn 
Ready to Ship—NOW 
200 Fifth Ave., Room 


eel, Corrugate °} 
A, 7-11; B, 6-11; 
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STYLE 483 


GUN METAL CALF — THREE STRAP 
“SUNSET” 
WIDTHS A-D PRICE $4.50 


SAME IN RUSSIA CALF 
STYLE 482 PRICE $4.85 


‘‘Follow the Creighton Line’’ 


A. M. CREIGHTON LYNN, MASS. 
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~LA-FIPANCE- 


CURE 


The Perfected Curative Shoes For Women 


La France ““REST CURE” shoes are an established success with most 


E have been making 

them in _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. 
La France Flexible Welts 


are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 








Carried in Stock 
Boots and Oxfords 


Finest. 

Black or Brown Kid 
AA to D Widths 
Choice of Two Lasts 
as illustrated below 


Further Information on Request 








position most comfortable 
to the wearer. 

No shoe we know of com- 
bines all these important 
features. 

In selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 7 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


Williams, Clark & Company 


Lynn 


Women's Welt Shoes Exclusively 


183 Essex St., Boston 


Mass. 











La France REST 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 
Brown or Black Kid. 


aa 





a 


A SUPERIOR ARCH ~ 


RETAINING 
FEATURE» 


ay 





Set ate atest. ne 
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ECAUSE they are sincerely interested in adding to 
their products the utmost of wearing value and trim 
appearance, many manufacturers are now equipping their 
shoes with Goodyear Wingfoot Heels. ‘Though they 
could get other heels for less, they know there is no satis- 
factory substitute for Goodyear Heels. More people 
walk on Goodyear Rubber Heels than on any other kind. 
Have you noticed, too, the increasing popularity of Neolin Soles? Repre- 


sentative manufacturers are now offering a complete line of service shoes made 
with Goodyear-guaranteed Neolin Soles—durable, waterproof, comfortable. 


IG FOOT LEZELS 
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Fis a TONY RED CALF 








HE buyer of a famous named shoe “‘breezed”’ No. 3 


in to our salesroom. 


‘Haven't got much to say to you this time,’’ he 
smiled, ‘“‘all | want you to do is double our present 


order for Tony Red and double our weekly ship- 


ment, too. 


“We have just started our factory ne 2 and we 


need the leather, so do not fail us.’ 


He had hardly gottenout of the door when in 
came a prominent retail merchant friend of ours. 


Before he left he gave us this thought: 


“Do you know,” he said, “I can tell genuine Tony 
Red calf by the feel. It is distinct and different 
from any other leather just as the color is different. 


I can always tell by the feel when someone 
tries to put a substitute over on me.” Ee. 


Creese and Cook Company 


Creators of New Calf Leathers 


TANNERIES 
DANVERSPORT, MASS. 


P. A. HENRY & CO. WOLFENSTEIN & SHANAHAN . 
; 706 BROADWAY, CINCINNATI, O. 39 SPRUCE STREET 
" LEATHER TRADES BLDG., ST. LOUIS, MO. NEW YORK $5 


emer * =e o— REE HST SN TL AOR SS, 
oe es ome Ee -- el 


SALESROOMS 
95 SOUTH STREET, BOSTON 
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For the First Time in F 7a, Years We Are 
Offering Our Product Direct to the Retail Trade 
at Jobber’s Prices. 


IN STOCK 


FOR AT ONCE DELIVERY 
EXCELLENT FITTERS 


Women’s turn _ strap 
pumps at prices which will 
make you sit up and take 
notice. In consideration 
of such close figures, we 

. can sell these goods only in 
‘‘case lots, run of sizes as 
specified. For sample pairs 
we add 20 cents per pair 
to pay for cost of shipping. 


Smart Brack SATIN, Dainty Brack Kip 
One Strap, Furr Louis One Strap, JUNIor Louis 
HEEL HEEL, 


Carefully Note the Following 


No. 600 Black Satin 1 Strap FULL LOUIS wood covered heel. 
A 4-7 and 4-8. B 4-7, 3%-7, 3-8, 4-8. C 2%-7, 3-6, 3-7, 3-8. D 2%4-7, 3-7. 
Price $3.30 


No. 601, Black Satin 1 strap junior Louis wood covered heel. 


Same run as above 
No. 700, Black kid 1 strap FULL LOUIS wood. covered heel. 


B 3-8, 4-8. C 2%-8, 3-7. D 2%4-7 Price $3.30 
No. 701, Black kid 1 strap junior Louis wood covered heel. 
Price $3.30 


Same run as above . 
No. 800 Patent chrome 1 strap FULL LOUIS wood covered heel. 


B 3-8. C 3-7. D 2%-7 
No. 801 Pat. Chrome I strap junior Louis heel, wood covered. 


Same run as above 


Price $3.30 


Price $3.50 
Price $3.50 


Terms 2% off 10 days. 


SPECIFICATIONS 


High grade satin, Fine grade kid. Full chrome, patent leather, Silk cord. Solid 
leather grain counters. Leather sock and quarter linings. 


TWO AND THREE STRAPS 


2 and 3 straps same styles as above, NOT IN STOCK, 3 to 4 


weeks deliveries. : , 
Send your order today and take immediate advantage of these 


extraordinary values. First come—first served. Address all 
communications direct to factory. 


FACTORY 


KARELIS SHOE CO. HAVERHILL, MASS 


BOSTON OFFICE: 60 SOUTH STREET i 
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We Cannot Make This Too Strong 


We want this message to be as strong and as easily understood as the 


RAMSEY PATENTED PROCESS SHOES are. 


Our attention has been called to some words or expressions used in 
- our advertisement. We are advised that these words or expressions 
have been and are being used by a certain manufacturer to advertise 
his footwear, and we have been asked to discontinue using these ex- 


pressions or words. - 


We are glad to have our attention drawn to this matter. We shall 
investigate at once and if we find that the words or expressions we 


are using will lead others to believe that the RAMSEY PATENTED 
PROCESS SHOE is the same or similar to any other make then we 


will stop using these expressions at once. 


We certainly do not want to blow anybody’s else horn. Nor do we 
want the retail trade to think our shoes are anything like those man- 


ufactured by others. They are not. 


Our process is an original idea of our own which absolutely prevents 
the shoe from ripping and puts our shoes in a class by themselves. 


RAMSEY’S is “The Completed Stitchdown.”’ There is nothing 


lacking in their make-up. 


PLEASE DO NOT CONFUSE OUR PATENTED PROCESS 
SHOE WITH ANYONE’S. THERE’S ONLY ONE—RAMSEY’S. 


THEY CANNOT RIP 
GOODYEAR DOUBLE “Wii? WEL 


“IT’S IN THE MAKING” ; 
967 ATLANTIC AVE.  E. J. RAMSEY CO. BROOKLYN, N. Y. 
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FOR FALL WEAR 


SCOTCH GRAIN — BROGUE BLUCHER 
3 STRAP 


ARCTIC LEATHER MID SOLE 
AND TOP LIFT 


GOODYEAR WELT 


ALSO IN 
GUN METAL CALF AND 
RUSSIA CALF 


DONN D. SARGENT Co. 


WOMEN’S WELT AND MCKay SHOES 


SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 196 ESSEX STREET 


licciaiianenaisiiiia 
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Eaton-Made 
SHOES FOR WOMEN 


(BRANDED OR UNBRANDED) 


INSTOCK 


ABOUT SEPT. 1ST 


Stock No. 100 Stock No. 103 


Tony Calf Welt Oxford—a rich red shade Gallun’s No. 4 Norwegian Welt Oxford— 
with four rows close stitching thruout. perforated and pinked thruout, square 
Fancy center perforation in tip. Carries wing tip with fancy center. This style 
the popular 10/8 heel. carries a 10/8 heel. 
Last Code Widths Last Code Widths 
135 Peach AA-D 135 Apple AA-D 


Lasts are selected with care and accepted only 
after fitting qualities have been approved. 


WATCH FOR OTHER STOCK 
STYLES IN WOMEN’S SHOES 








HU UAVS 


Charles A. Eaton Company 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 


Hi 


TT 
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Just Arrived 
It’s a-Winner’ 


“Please take notice that any imitation of this vamp 
design is an infringement on our patent rights.” 


Bove D 387 


AN EXCLUSIVE “HENNE” THE PROVEN SENSATION OF 
AUTHORITATIVE STYLE. THE APPROACHING SEASON. 


Originated by 


Wm. Henne & Co., Inc. 
957-971 Kent Avenue at De Kalb 
BROOKLYN, N. Y. 
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Glazed Kid Fowed 8 

Inch High Boot Arch 

Protector, 83 0 
ation Last’ 


IN STOCK— 
IMMEDIATE DELIVERY 


There is only one Val Duttenhofer Sons 
Company, and we are the makers of one 
of the finest and most flexible welt lines 
of women’s shoes in America. 

Our product is endorsed by the most 
prominent retailers of the trade. 

We are also prepared to meet your de- 
mands for turns and McKays. 


The Val Duttenhofer Sons Company 
CINCINNATI, 0. 
ESTABLISHED 1888 
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C.H.ALDEN CO 


Us. 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


°o ° °o °o o 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


°o oO oO 9° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 








This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 











FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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572—Tan Nor- 
F you would cater suc- a wegian Calf 


cessfully to “$5.00- Sea Last: “Wibre Middle 
id Sole, Stitched Around 
$9.00" men customers— Heel, Ball, Strap, Good- 
you must deliver high qual- a 
ity and thorough workman- 
ship, with style to cor- 


respond. 
Weber Shoes are made for . 


those very men; made to 
make them regular custo- 
mers. 


New York Office, H. Harris, 
1328 Broadway, Marbridge Bldg. 








Early Fall Low Shoes in Stock 
Two New Styles for Immediate Delivery 


' Style B-464 Style B-481 
Tan Russia Calf Strap WELT. 14/8 Cuban Black Kid Oxford WELT. 13/8 Cuban Heel. 
Heel. Last 205. Last 232. 


$5.35 $5.35 


, 


C. P. FORD & CO., Inc., Rochester, N. Y. 2 


. 
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Formative 


Shoe 
for 


Women 




















Goodyear 
Welt 


Style 16—$6.00 
Black Kid Blucher 





No. 17—Same in Brown Kid. .$7.10 
No. 14—Black Kid Blu. Oxf. .$5.00 
No. 15—Brown Kid Blu. Oxf.. .$5.85 




















Formative Bals 


‘THE approach of the Fall retail selling season makes our intro- 
- duction of Formative Bals of extra interest. They are splendid 
team-mates for Formative Oxfords. 


Possessing all of the scientifically-correct features of straight 
inner-side forepart, foot-form outer-side curvature, flexible support- 
ing shank and broad low heel, Formative Bals furnish an additional 
excellent ankle support to women who need it. 








Formative Bals are graceful in appearance, attractive with any 
costume but formal, and comfortable every minute to the feet. 


Moderate in price, like every other number in the Formative line. 


All Styles In Stock 


Enterprising retailers are invited to correspond with us. 


COTTER SHOE COMPANY 


LYNN, 
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We Fill Your Order on These Goods Same Day as 


Received 


The season’s best and most popular styles in oxfords are here ready for at 
once shipments. 


wi — s=ts-de = - 
— 8Q0 ZEN 


Are you losing 
sales because of 


broken sizes? 


No. 606. Price $3.7 No. 651. Price $3.75 


Cocoa Calf Blucher Oxford, Imi- Cocoa Calf Blucher Oxford, Imi- 
tation Tip and Ball Strap, Imita- tation Tip and Ball Strap, Imita- 
tion Welt, White Fair Stitch, tion Welt, White Fair Stitch, 11/8 
sie 4 8 Em | eee gag d. iM Heel, Princess Last. 


- No. 650. Same in Lace Oxford. 
Aca LACHES? Ci ESS A to D 
oanae nanan tactonstaat tt 


No. 766—Price $4.50 


Cocoa Calf. Two Strap. Imt. 

Tip. Welt. 13/8 Heel. Broad- 

way Last. AA to C. 

No. 765. Same in Black Kid. 
Price $4.25 


COT 


a Re) 


¥ 


Fill in from our 


complete stock 


No. 711. Price $4.00 — department. No. 791. Price $4.10 
Black Kid Oxford, Imitation, 7" 4 : Black Kid Oxford, Kip Tip Welt, 
Welt, 13/8 Heel, Broadway Kid. : ; 11/8 Rubber Heel, Princess Last. 
No. 758. Same in Brown . } = : No. 792. Same in Brown Kid. 
Price $4.50. Fu\y re\ Price $4.60. 
. <4 . A to E 


Z9ag = 
nag?” 


Thomson Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 
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HARDWARE 
PRODUCTS 








cANNOUNCING 
“Newly Created ‘Designs In 


ckles £ Footwear 


Season oF 1921~1922 


No. 1361 No. 1362 No. 1363 
Sizes 3¢--14 Inch Sizes 34--14 Inch Sizes 34--)4 Inch 


No. 1364 No. 2136 No. 1365 
Size % Inch Size % Inch Size 34 Inch 





Buckles shown above are supplied in all 
desirable finishes and are sold by leading jobbers 
everywhere. 

We shall gladly send free samples upon 
request, 

Write for Bulletin 132, illustrating our 
comprehensive assortment of buckles suitable for 
use on men’s and women’s shoes. It’s yours for 
the asking. 


NEW BRITAIN, CONNECTICUT 


CHICAGO BRANCH SALES OFFICES 


BAN SAN FRANCISCO | 
el. Bidg. 608 Victoria i | 
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Did You Read the 
Report to Hoover? 


IGURE how it applies to the men’s trade? 
Recall that section about style changes. 


Men want and will buy style shoes this Fall. 
This means that you, in order to help elimi- 
nate that unnecessary waste, must buy care-' 
fully and wisely. 


All Americas are a safe buy. The style is 
right—the material is the best—they’re Rock- 
land made. Besides, you can do a maximum 
business on a minimum outlay. Your stocks . 
can be replenished almost “over night,” be- 


cause All Americas are in stock at any one of 
our nine distributing houses. 


RICE & HUTCHINS 


The Rice & Hutchins Chicago Co. 


The Rice & Hutchins New York Co. 
The Rice & Hutchins Cincinnati Co. 


The Rice & Hutchins St. Louis Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Atlanta Co. 


The Rice & Hutchins Baltimore Co. The Atlas Shoe Co., Boston, Mass. 
The Joseph I. Meany & Co., Philadelphia 


Rice & Hutchins, Inc. 
10 High St., Boston, Mass., U. S. A. 














